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Increasing Your Sales by 
Promoting Fashion 


thing that any store’s publicity can do for the store is to 


New York, July 27, 1929 





ROMOTION of fashion in the retail store is 
not necessarily the esoteric and mysterious thing _ sell that store as a fashion-right and fashion-conscious 
institution to the people of that community; and any in 


dividual department manager’s immediate objective may 


sone people like to make it seem. 
It cannot be entered into on impulse. Logical com- 


mon sense processes are a very important part of retail he well sacrificed to so large and important a cause. 


advertising work today. It has rules that can be made , 
to work; and it is becoming increasingly important that h* JURTH, you need a competent advertising or 


department managers, merchandising men and adver- 
tising managers see to it that the rules do work—regu- 


larly and systematically. 

There are several prima- 
ty requisites to successful 
fashion promotion in the re- 
tail store : 

In the first place, obvi- 
ously you must have the 
right fashions to promote at 
the right time and at the 
right price. 

Secondly, you must have 
acommon understanding and 
agreement among promotion 
people, merchandising people. 
and department managers. 
on the objectives you have 
in mind. 

Thirdly, you must have 
the right cooperative spirit 
of willingness to give and 
take, share and cooperate in 
work which may not be ex- 
actly according to your in- 
dividual ideas concerning the 
matter. The biggest single 


promotion man. You must let him alone, and give 
him a little reasonable leeway in working out the tech- 


nique of his job. Let him work out his own ideas. 





Ways to Promote Fashion 
@ Plan your selling calendar in advance 
of your buying calendar. 
@Printed advertising—either direct mail 
or newspaper. 
@ Attractive window and interior dis- 
plays. 


@.Word-of-mouth advertising, largely 
through sales persons. 


@Fashion shows and fashion exhibits. 
@ All other methods, including broad- 


casting, movies, traveling exhibits, etc. 


— 





Given these things any 
good, well - merchandised 
store should have no diffi- 
culty in doing a first-class 
job of fashion promotion. 


Ways to Promote Fashion 


Following are some of 
the ways in which fashion 
may be promoted and sales 
increased : 

1. Plan your selling calendar 
in advance of your buying 
calendar. 

2. Printedadvertising—either 
direct mail or newspaper. 

3. Attractive window and in- 
terior displays. 

. Word-of-mouth  advertis- 

ing (largely through sales 

persons ). 

. Fashion show — fashion 
exhibits and such promo- 
tion are necessary. 
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6. All the other methods that might be employed, includ- 
ing many of the new methods, such as broadcasting. 
movies, traveling and style shows, etc. 

If the metchandise and publicity organizations can 
come together in a common agreement on a rough plan 
for the season’s selling calendar, a very great step will 
have been taken in laying the ground work on which 
successful fashion promotion can be done. 


Eight Steps in the Selling Calendar 


. Preliminary showing. 
. Complete showing. 
. Beginning of volume selling. 
. Peak of demand in that line of goods. 
. End of the mass selling period. 
6. Special purchase period. 
7. The beginning of the clearance period. 
8. The final ending of the season. 

During the preliminary showing period, plans should 
be laid for advertising and promotional work devoted to 
the presentation of experimental fashions in the new 
things just coming in, which you are feeling out to take 
on. Exotic and bizarre types of fashion, bought largely 
for prestige purposes, might be shown during this period. 
Publicity should stress the idea that your store is first 
with the new things. 

During the second and third periods the complete 
showing and the beginning of volume selling), it is im- 
portant to plan featuring your highest and best selling 
price lines. Advertising at this time would stress, quite 
naturally, the smartness, exclusiveness and originality of 
the style, your fashion sources, etc. 

Toward the end of this period your best sellers or 
“Fords” should come in for fashion featuring, and 
should get their emphasis at this time. Early mark- 
downs on the first experiments should be done while the 
“Fords” are being advertised. This provides for a very 
much healthier stock condition. However, there ought 
to be only a small mark-down at this period, for the de- 
mand should be running at flood tide. 

During the fourth period (the peak of demand), and 
as you near the fifth period (the end of the mass sell- 
ing), the medium-best selling articles should be stressed. 
Variety should be the keynote of your fashion message. 

During the sixth (the special purchase period), fea- 
ture your lowest and best-selling pieces. 


mk wWdo 








August fur sales are artificial and forced events like 
discounted bills—taking the discount by paying in ad- 
vance. 

It is necessary to decide upon major classifications 
of stock in a department, if that department is to be 
a logical one to promote, and successful in its fashions. 

Customers’ seasonal demands, important dates and 
holidays, and annual events, should all be taken into 
consideration in planning a season’s advertising. 


Preliminaries to Fashion Advertising 


There are three preliminaries to actual fashion ad- 
vertising. 

First, obviously, fashion adyertising must help you 
sell goods. 

Secondly, in order to do that the advertising must 
be built upon facts. 

Third, the advertising department, although having 
a general fashion knowledge and being grounded fairly 
well in the broad principles of fashion, is dependent 
very largely upon the department managers for the facts 
in advertising fashion material. There is a definite 
obligation resting upon the buyers or department man- 
agers to bring home the salient facts from their market 
trips and relay them in some sort of useful form to the 
advertising department. You buy goods for a definite 
reason, and that reason should find expression in your 
advertising copy. 


T is not necessary for the advertising department to 
see the goods, and only the department manager needs 
to be in possession of all the facts. But don’t expect 
to have all these facts stated in the advertising. They 
are only important to have for that note of conviction 
and ring of sincerity which make all the difference in 
the world in advertising. 
Your advertising department needs certain facts. 
Some of these are: 
1. What the fashion and silhouette of the garment is 
2. Where and by whom it was originated. 
3. Who wears this kind of garment and on what 
occasion. 
4. What its one outstanding feature is. 
5. What the material is—size and color, price, etc. 
Generalities should be avoided and the facts should 
be presented simply and directly. 
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Tie Newest in Art -NModerne 


fom Paris 


Pierre Patout Produces Ultra-Modern Department Store 
for Robert Bely, the First in French Capital 


) LTRA_ mod- 
U ernism in 
store equip- 
ment and decoration 
has been _ hitherto 
confined to compara- 
tively small, indi- 
vidualistic shops, 
both abroad and in 
this country. Now, 
however, the treat- 
ment has been ap- 
plied to a _ large 
establishment, that 
of Robert Bely in 
Paris, home of ultra 
modernism. On 
this page we show two 
photographs of the new 
store—a portion of the 
store front, and view of 
the shoe department in 
this newest of new art de- 
partment stores. The 
entire building, decoration 
and equipment is the work 
of Pierre Patout, noted 
modernistic architect. 
Considering first the 
shoe department we find 
a large square room light- 
ed from concealed lights = 
reflected through a large 
frosted glass ceiling, re- 
sembling a skylight. The walls are finished in a soft 
stone color, unbroken save for black narrow strips of 
wood running vertically from the black baseboard to the 
ceiling. All the wood work is black and the severe 
straight lined chairs are upholstered in gray and buff 
striped material. Fitting stools of unusual line are also 
upholstered in this material. Corner mirrors and a 
large square center display case provide all the decora- 
tion for this unique department. The floor covering is 


Photos by Bonney 


= M0000. 


of rubber, light gray 
in background, with 
a design of circles 
worked out in slate 
and blue. 

This shoe depart- 
ment handles high 
grade made to order 
footwear, all designs 
for which are exclu- 
sive with this shop. 


HE outside fac- 
ade of the build- 
ing is a combination 
of greenish tinted 
glass and silver 
plated metal. Short 
pillars of black and 
white marble support 
the display windows 
below, and the dis- 
play windows them- 
selves are low. A 
large medallion in 
metal carries the 
name of the estab- 
lishment in relief. 
While this store is 
highly modernistic in 
treatment, practical 
equipment has not 
been sacrificed at the 
expense of mere 
bizarre decoration. This is a point that should be borne 
in mind by all merchants who are contemplating re- 
modeling their stores and adopting the Art Moderne 
theme in decorating. There can be a happy blending of 
this new theme with practicality. 
The store has another unique point—that of being 
built on land reclaimed from old stables and courtyards 
on one of the busiest thoroughfares in Paris, and out- 


side the usual retail district. 
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HY does the shoe trade persist in buying sizes 
“doughnut” style? Meaning, of course, that 

when they are half gone the size schedule looks 
like a doughnut, with a hole in the middle, while the 
public needs them, yea, cries for them, like a cup cake, 


sizes ! 





heaped up in the center 

You can’t fit doughnuts to cup cake customers! 

We are passing through what might be called the 
“arch support shoe era.” These orthopedic shoes, call 
them what you will, are giving relief to countless feet, 
but . : 

This arch support shoe era is doomed to a natural 
death through lack of results unless, first, we know what 
size each customer needs and, second, we have that exact 
sise to give her. 

This drticle will deal only with the second require- 
ment. 

For several quite apparent reasons the orthopedic shoz 
game is being played, in most cases, as a factory stock 
proposition. The retailer carries a thin spread of 
sizes and sends in a rush order every Saturday 
night. 

The very serious question now arises as to how we 
can cope with this situation: On Wednesday we sell 
at 6B of a certain style, on Thursday another cus- 
tomer comes in for that same thing and we haven't 
it. What’s to be done? 

This problem is doubly serious because we cannot 
safely juggle sizes in orthopedic shoes up or down, 
as we often do successfully in other types. Exact 





“Buying sizes,” says the author, 
“ts strictly a gamble, and the so- 
lution to our problem is found 
in the methods of the profes- 
sional gambler. He is a careful 
student of the law of averages. 
He studies his odds diligently, 
plays those odds persistently and 
wins consistently in the long 
run.” 





fitting succeeds; coming close just won't fill the order. 

Buying sizes is strictly a gamble, and the solutioi to 
our problem is found in the methods of the professional 
gambler. He is a careful student of the law of averaves. 
He studies his odds diligently, plays those odds persis- 
tently and wins consistently in the long run. We read 
frequently about the man who broke the bank, playing 
against recognized odds—but only in fiction. 

If we know the odds of this 6B situation arising, we 
can prevent it before it happens in the great majority of 
cases. Not always, but in the long run we are bound 
to win by playing the law of averages; we lose by buc! 
ing it. 

There is no fault to be found with the system of fill- 
But so many stores, 


rs 
' 


ing in sizes every Saturday night. 
in their anxiety to have “all sizes in every style,” make a 
practice of buying originally just one pair of each sia 
from fours to nines, or maybe tens; in every style. In 
reordering, they fill in only one pair on every missing ~'ze 


—-|4|— 





Three 48 pair “middle size” schedules, all different, coveriny +4 
sizes. The dots represent one schedule, the vertical lines repr: 


another, and the horizontal lines represent the third schedu 
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[nd Size Problem 


Buy Some End Sixes in Some Styles; Other End Sixes in 
Other Styles; and Middle Sixes in ~All 
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By MURRAY C. FRENCH 


That’s wrong, all wrong! That’s what turns good 
dough into doughnuts instead of cup cakes! 

Why? Because the “chances” are something like 
eight to one that the 6B will be sold and needed again 
before the 9B will. Therefore there should be eight 
pairs of 6B’s in the stock to every pair of 9B’s. This 
proportion should be on hand always. 

When eating dinner you don’t take a pat of butter, 
the same amount of meat and an equal quantity of po- 
tatocs. No, you serve yourself a different quantity of 
each viand in the proportion that you are likely to con- 
sume it. And this even though the additional supply is 
within easy reach. 

Just so in your stock of shoes. 
should be in sizes proportioned to your total needs, and 
your reorders should keep them that way. 

Absolutely the only way to have the exact size for 
cach customer most often, is to have your sizes correct 
as a whole. : 

Here’s how. Read slowly and don’t run. For every 
style in which you buy any end sizes you should buy one 
style without end sizes. When you buy another style in 
end sizes, buy an assortment of end sizes different from 
those in the first style mentioned. Then also buy an- 
other style in middle sizes only, but a different as- 
sortment there also. 

Then when you reorder a style that you bought 
in middle sizes only, buy middle sizes only again— 
just the ones you have sold. Don’t dabble in end 
sizes on that style. 

A careful study of the accompanying charts will 


Your original order 


Three 72 pair “middle and end size” schedules, all different, cover- 
ing 70 sizes. One “middle size” schedule should be bought for 
every “middle and end size” schedule. 


show exactly how sizes can be detailed so that in six 
styles, three 48's and three 72's, your total sizes on 
hand will be in about the same proportion that the 
“chances” are your sales will be. Buy them that way; 
keep them that way. 

These three 48 pair schedules cover 44 sizes but not 
all alike. There are size eights in some styles, fours in 
some, triples in some, D’s in some, but doubled up in 
the middle in all. 

The 72’s cover 70 sizes but the ends are thinned out 
Thus the total 
sizes cover just as much territory as if ordered one pair 
of a size straight through in all styles. But this way the 
large proportion of the “wanted” middle sizes certainly 
reduces to a minimum the “chances” of being out of 
exactly the size called for. If that is not sensible logic, 
then mathematics and the shoe business have no con- 
nection. 


even in these to allow more middle sizes. 


If you are inclined to pity the woman with the end 
size foot, well and good. But don’t let your sympathies 
cost you good business dollars by inducing you to carry 
as large an assortment for her as for Miss Average Size. 

Now, think a little further. In a general way, when 
a new style is bought an old style must be dropped. If 

[TURN TO PAGE 44, PLEASE] 


This 360 pair schedule is a total of 

the other schedules above. Note how 

the sises heap up where you want 

them. “In Stock” shoes should be 

bought this way and kept this way, 

rather than one pair of a size, “all 
sizes in all styles.” 
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Getting More Shoes Sold Right 





Pair by Pair to Records 


UOTAS are established as records to be matched 

and exceeded. A prominent Southern store has 
classified its shoes into thirty-two divisions. To achieve a 
twenty per cent increase in sales the net business per 
month in that business means but four pair in one divi- 
sion of specialties, and but one pair per person, per day 
over the average. Just a little more selling effort, as rep- 
resented by one pair per day per clerk would give to 
that business a new record for the month. 

Sell the average person another pair of shoes. There 
are millions of men who need another pair. Other mil- 
lions need better pairs. Or sell the average person a 
better pair of shoes, so that he will be better shod. 
There is still an abundance of room for selling foot- 
wear on quality basis. 

The average person has paid about $16 a year for his 
footwear. Urge him to spend $20 a year, so that he 
may have more shoes, or better shoes. That will be a 
first step toward winning a shoe business of $2,500,- 
000,000. 

The average person spends scarcely more than a nickel 
a day for his footwear. That is less than the price of 
a good cigar, or a soft drink. Show the average man 
that he will get more satisfaction, comfort, health and 
pleasure from his footwear if he spends 10 cents a day 
on his feet. 

Ten cents a day, spent for footwear by the average per- 
son, means a total business of $3,000,000,000 a year for 
the shoe merchants of the country. 
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Merchandising in the fall of 1929 is largely a study 
of the individual customer, and building him up as a 
buyer of footwear, and a patron of the shoe store. Get 
the average person to spend “A Dime a Day” for shoes, 

Besides, there is new business to be won in the selling 
of shoe store goods, in addition to shoes, such as rubbers 
and laces, forms and dressings, arch supports and 
buckles and hosiery, especially hosiery, which will doubt- 
less be the first and foremost item in the gains oj 
many a progressive store. 

Altogether, sales of allied shoe store goods should 
total at least $500,000,000 in 1929. Besides, there is 
repairing, which many a retail store carries on. Its total 
alone amounts to several hundred millions of dollars 

Repairing, and the sale of footwear supplies, is ser- 
vice to customers. Never mind about traditions of trade 
based on the familiar quotation that “the shoemaker 
should stick to his last.” The shoe man is here to 
serve the people. Sell them what they can use, each to 
his best advantage. 


Strikes and Delays 


AS the general activity in other industries had 

something to do with the unrest of labor in shoe 
factories? To what extent is the tying up of produc- 
tion directly attributed to the envy of shoe workers that 
their friends in other businesses have been so payroll 
prosperous ? 

In several of the shoe centers strikes have held up 
production and the end of shoe labor difficulties is not 
yet in sight. The usual habit of the strikers is to pick 
the time of the year that will embarrass the manufac- 
turer most and themselves least. A long vacation, 
or a transfer to other jobs during the warm part of 
the year is not very distressing to the shoe worker, 
but it may mean the life or death of the shoe manu- 
facturer. 

There does not seem to be any modern machinery 
capable of stopping the impulse to strike. Of course, 
it is always possible for a manufacturer to give in 
and pay the price, but can he add it to his shoes’— 
that’s the rub. These strikes will muddle through some- 
how, but there is no outward cure through public or 
trade opinion. : 

That’s one of the fundamental reasons why we make 
no point of publishing strike information, for as news 
it rarely helps to bring about a solution, but may mean 
a detrimental switch of markets, for the mere rumor of 
a strike is likely to transfer orders elsewhere. 

This is a time for patience and perseverance, and a s0- 
lution by both sides showing consideration for one an 
other, and not forgetting that there is a merchant some- 
where who needs shoes to complete the process 0: get 
ting the money, thereby paying for materials, labor and 
factory energy. 

In all probability during the next two months «ll of 
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the strike problems will find their own solution but we 
hope not in the exhaustion of both parties to the con- 
flict. 


A Common Opportunity 


AKE four brothers and let each open a shoe store 
on the four corners of two intersecting streets. 
Give them the same floor space, the same amount of 
window display, and let them cater to the same trade. 
How long do you think it would be before these four 
stores began to differ from one another? Four per- 
sonalities would each branch out distinctly. You see the 
same thing in any foot race. Four athletes of the same 
weight and size start down the cinder path and they 
finish one, two, three, four. 
All businesses do not warrant the same measure of 
profit, nor do they give the same measure of service. 
But those four shoe stores would speedily constitute 
a shoe trade center. One of Pete’s customers would 
come in expecting to buy a pair of oxfords. Before he 
realized it, he might buy rubber boots at Bill’s, comfy 
slippers at Henry’s and some children’s shoes at Harry’s. 
The good of each of these stores would be the good of 
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a profit for each? The common fellowship of shoes 
must develop a kinship of service or else competition will 
destroy all possibility of profit. To give as well as get 
is a spirit worth cultivating. 


Style Speeding-up 


I you think that a shoe is good style and will sell, 

buy it at once. Don’t wait for the next man to come 
and talk you into buying it, because you have lost time, 
and by the day you receive your shoes some other fellow 
has cleaned up. He, by this time, has found the next 
pattern that is new and is in a position to buy something 
different. You can see by this that the fellow first to 
buy is always a few weeks in the lead. 

The money is made on the first sales only. Don't be 
afraid to make a big profit on the new things, and don’t 
be afraid to take a loss on what you have to clean up. 


Smaller Dollars Buy More 


“ BETTER car at a lower price” is the aim of the 
automobile industry. 


all—four stores serving 
well their community. 

It is possible to have 
unity with diversity of 
personality for there is 
a local fraternity of ser- 
vice and spirit in shoe 
merchandising. The 
shoe business is some- 
thing more than just a 
business. It is a busi- 
ness for money to begin 
with, but a purpose and 
tangible individuality is 
to be found in every 
store. Unity and di- 
versity—that’s what puts 
the interest and fun into 
business. 

Shoe men are all fac- 
ing in the same direction, 
but they all have differ- 
ent faces. We will never 
live to see the time when 
we can keep personality 
out of business, ur out of 
life for that matter, and 
nobody would want to. 

As the Fall season ap- 
proaches, isn’t it wisdom 
on the part of merchants 
ina town to get together 
on those common funda- 
mentals which will make 








The Thought of the Week 


Lack of the right sort of decision is easily 
seen on the shelves of many of our retail 
stores at this time of the year in the mixture 
of odds and ends without a profit in them. 
Most of them show lack of buying judgment. 

These are the weeks for clean-up and to 
begin preparing for an orderly, systematic 
and profitable fall. Then if you enter the 
store and you find a well selected stock, 
properly sized up from week to week, you 
instinctively say to yourself, “This is the 
business of a successful merchant who knows 
his own mind and the mind of the public.” 

* * * 


Men who have served as Knights of the Grip 
know how difficult it is to do business with a 
customer who does not know his own mind. 
He stands first on one foot and then on the 
other and does nothing but hesitate. All this 
time you are calling on your reserve to be 
patient until the answer finally comes, but even 
then you fear that perhaps a cancellation will 
reach the office before your order. This is not 
an exaggeration, but a daily occurrence, and is 
cited to show it has an effect on the success of 
the merchant who has not learned to be mentally 
quick on the trigger. 


President. 








Almost every manufac- 
turer seems to be striv- 
ing for a better product 
at a reduced cost. 

Better radios, better 
electric appliances, better 
household conveniences, 
better labor-saving de- 
vices, all the hundreds 
and thousands of things 
that people want, made 
better and = at 
prices. 


lower 


Advances in prices to 
consumers become fewer 
as intelligent manufac- 
turers sense the trend of 
public demand. Every 
art of science and inven- 
tion now is employed to 
produce things at lower 
prices and to put into 
them the best of ma- 
terials regardless of 
scarcity or plentiful sup- 
plies. That it pays is 
proved by the financial 
statements of those in 
in step with the times. 

A lot of careful plan- 
ning and earnest en- 
deavor to keep prices 
within bounds is noted in 
every industry. 
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By O. K. JOHNSON 


VER in the women’s department sits a cus- 
O tomer, not old but clearly in the heavy-weight 

class, who has slowly and almost limpingly fol- 
lowed the salesman to a settee. She has been explaining 
at some length the annoyance her feet are giving her and 
her anxiety to get a pair of shoes that will enable her 
to stand and walk in comfort, that will furnish relief 
for her feet while she is at work, and that will give her a 
a chance to get out and around and get some enjoyment 
out of life. 

The salesman has recognized her footwear require- 
ments instantly, for what experienced shoeman could 
fail to do so? Her more than two hundred pounds 
avoirdupois and tke painful condition of her feet call 
loudly for a corrective shoe, on orthopedic lines, with 
effective arch-upholding construction. He has brought 
her the right type of footwear and is preparing to slip 
it on, when she gives an exhibition of insulted dignity 


and exclaims: 


Customer—That’s an awful looking shoe! Don’t you 


dare put that on my foot! 

Salesman—This isn’t. going to look badly on your 
foot. Let me put it on and see how it fits, and you can 
tell me how it feels. (He manages to put it on her {foot 
and draw the laces snug, then suggests that she stan up, 
being careful not to ask her to put all her weight on it. 

Customer—(Leans forward and gazes at the shoe a 
moment, then recoils as from a horrid sight, slumps 
back on the settee and groans aloud, while she covers 
her eyes to shut out the hideous vision.) It’s an insult 
to put a shoe like that on my foot! Take it off! That 
ain't got no style! I got to have somethin’ that |ooks 
pretty. I wouldn’t wear that kind of shoe to a dog 
fight. That’s got a toe on it like the end of a canal 
boat. An’ look at that heel! Who’d ever wear « flat 
thing like that? 

Now, see here, Mr. Salesman! I want a stylish shoe, 
something like that pump I see over there in the case, 
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with a nice round toe and a good looking high heel, and 
soft leather of some kind. Ain’t you got nothin’ in 
blue or one of the new shades of brown? 

Salesman—Before I take it off I wish you’d stand 
up and walk about a bit in it, just so you can tell me if 
it feels comfortable. 

The customer finally is persuaded to stand up and 
grudgingly takes two or three steps in the offending shoe. 
The crisis is delayed. The salesman takes the opportu- 
nity to begin his selling procedure. He has to deal with 
a customer possessing little common sense and densely 
ignorant.of her footwear requirements who, if he suc- 
ceeds in selling her at all, 
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he says and observe the way he says it. 
Ignorance may present several aspects. 
in some ways may be ignorant in others. 


People wise 

Since the 
word has some significance in retail salesmanship, as 
characterizing customer types, there are practical reasons 
for including in this group the following sorts of cus- 
tomers : 

1—Those who have not had the advantage of educa- 
tion and hence are deficient in simple elementary knowl- 
edge. 

2—Men and women belonging to the newly rich, 
whose taste has not developed with the growth of in- 

come. 





will have to be convinced 
against her will. She wants 
a graceful pump or tie on a 
shapeless foot. To make the 
most of whatever chance he 
has he approaches the task 
with sympathy and tact. 

Two little girls come in 
without their parents. They 
are visiting together and hav- 
ing a good time, for isn’t it 
fun to buy shoes all by your- 
self ? 

The salesman is markedly 
courteous in greeting them, 
and is exercising particular 


The 
The Silent Customer 


The 
The 


Customer 





You'll Enjoy Reading These 


If you haven't already done so, dig out your 

back copies of the Boot AND SHOE RECORDER 

and read the following articles by the same 
author: 


Customer Who Knows It All...... March 9 


The Customer Who Wants Advice 


Fussy, Critical, Cranky Customer..May 4 
Diffident, Reserved, Sensitive Cus- 


The Careless, Impetuous, Hair-Trigger 
The Slow, Deliberate Customer 5 


The Impatient, Insulting Customer 
The Cautious, Skeptical Customer 


3—Would-be members of 
the smart apparently 
without common sense, edu- 


set, 


cation or good breeding, who 
make a show of their wealth 
and try to impress the sales- 
man with a sense of their su- 
periority over all ordinary 


March 16 
people. 


March 30 ”- 
4—Children, whose meas- 


ure of ignorance is measured 
by their stage of mental de- 
velopment. . 


May 18 


June 1 
Foreigners with limited 
July 6 


Taly 13 knowledge of our language 
uly 1 


and of American store cus- 








care, on account of the ab- 
sence of the mother, to select 
exactly the correct sort of styles to show them. He 
places a tan one-strap pump on his juvenile customer's 
foot; it has a rounding toe, not very broad and full, 
and the last carries an inch and one-eighth heel. 

Customer—Oh, dear! I was afraid that would be 
the kind of shoe you would show me! But I don’t want 
anything like this. I want a high heel and a short vamp. 
Don't you think they’re pretty? Lots of the big girls 
are wearing them. 

This is another case of ignorant customer. Not that 
the child customer fails in intelligence, but she hasn’t the 
background of familiarity with footwear and of expe- 
rience in fitting and buying which qualify her to make a 
choice contrary to the advice of the experienced shoe 
salesman. This is an instance which lays an unusual 
responsibility upon the salesman. He has certain expla- 
nations about shoe design to make, some real informa- 
tion to impart, and he must do this tactfully and in a 
friendly way. He will offer only the right types of 
shoes, trying to influence her to like them and to make 
ahappy selection from the assortment he 
presents. 


The Store’s Educational Director Says: 


The best way to discover whether a 
customer is ignorant is to listen to what 


toms. 

This list, though quite con- 
densed, is rather comprehensive, for it includes a no- 
ticeable percentage of the total number of customers 
in many a community. Ignorance at its worst is a mis- 
fortune; while at its best it is only relative. The fact 
that we all qualify in this type in a greater or less 
degree, at least in some buying situations—if in no other 
respect than our frequent comparative ignorance of the 
merchandise we propose to buy—ought to make every- 
body sympathetic toward all folk who belong in this 
category. 

Truth is, sympathy is the cue to the proper attitude 
toward ignorant customers. Their limitations justify 
the utmost degree of consideration by salesmen. The 
sympathetic attitude may be interpreted in this fashion: 
that the salesman is able to learn what the feelings and 
opinions of the customer really are and to adapt himself 
to them, meeting the customer on the customer’s own 
ground, evincing a courteous and kindly manner and a 
desire to be of genuine help. 

Efficient selling to this type of customer emphatically 
demands several characteristics of good 
salesmanship, notably alertness, prompt- 
ness, quickness in service, swift under- 
standing of customer’s needs, self-as- 
surance founded on thorough knowl- 

[TURN TO PAGE 44, PLEASE] 































James Pape 
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Combination pump of 

brown suede and 

brown kid. Strip of 

brown kid on the col- 

lar. Spanish - Cuban 
heel 


a 
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A pattern for street 

or dress. Made of 

lizard and patent or 

crepe and _ brocade. 

Dyed to four shades 
or ombred 






A 








The Spanish influence 
appears here. Brown 
lizard and dark brown 
kid. Note the assy- 
metric pattern 
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Suede opera pump 

with engraved bone 

buckle. Good com- 

plement for dressy 

afternoon suit. May 

be dark green, blue or 
red 
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The New Colors, New Silhouett i 
Furs, Spell New Modes in Fou = 


Retailers ja re 


harmonizing of color in costume. What does it mean in 

shoes? It is difficult for the mind’s eye to carry the 
new trend in garments and at the same time visualize the 
proper accompaniment in footwear. A practical demonstration 
is far better. The Fall Fashion Show of the Garment Retailers 
of America, staged a couple of week’s ago at the Hotel Astor 
in New York was such a practical demonstration, including as it 
did correct accessories to the new fall costumes in the way of 
millinery, footwear, jewelry and hosiery. 

Upon James Pape of the Henning Boot Shop, New York, 
devolved the task of fitting (in the sense of harmonizing) the 
shoes to the costumes and he did a creditable piece of work. 

The shoes he chose or developed especially for this showing 
gave an excellent picture of the shoe style trend for the coming 
fall season. Influenced largely by the 
texture of the fabrics, suede played a lead- 
ing role, with kid, reptiles and patent as 
major support. 

For town and morning wear the shoes 
displayed emphasized the oxford and 
pump both carrying leather heels. The 
suede pump with tip of smooth leather 
was frequently shown as a shoe to blend. 
with the brown ensembles and tweed 
fabrics. Colored suedes were shown with 
the velvet ensembles. Among the shades 


A‘ NEW drape here, a new line there, a new blending and 


Black and white or all black is ultra 
smart this season; tailored coat effects 
being greatly featured. Plain pump 
types are always correct with the heavier 
proportions of a frock of this theme. 
Smart buckles of individual selection 
add a dressy note, as do the luxurious 
fur and chic felt turban 
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stressed were spruce green, dark red (which, according to the 
sales of bolt fabric is nearing the green rating), King’s blue 
and navy, and a smart indigo crepe, which was shown with 
velvet. 

The importance of ruddy tones in travel and daytime wear 
indicated the importance of the brown oxford and pump. The 
odd shades of green and deer tones accented the uses of patent 
leather with reptile combinations. 

Light and medium toned furs on rich full shaded fabrics 
forecast the possibilities of subtle blends with two and three 
accents. The use of wine and raspberry colors with black 
brought the black patent pump into the foreground. The im- 
portance of a simple elegance and rare sophistication indicated 
the great importance of a correctly styled shoe. 

A special development of the black shoe was featured with 
the formal afternoon costumes of supe- 
rior woolens and crepes, and the smart- 
ness of black caracul fur was doubly 
enhanced by the trig footwear in black 
combinations. 

The utter absence of extreme effects 
was so apparent that one was able to 
clearly anticipate the fall vogue both in 
authentic garmentry and footwear. 

The public is becoming very keen in 
the art of correct dressing. Retail stores 
are employing women to help select and 

[TURN TO NEXT PAGE, PLEASE] 


Tailored suit of blue and white flecked 
tweed. Blouse of eggshell was topped 
by the natural lynx collar. The side lace 
oxford or two, three or four eyelet tie 
could be worn with this town suit as 
could the pump or broad one-strap 
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Light gray coat featuring 
the high waistline and 
the pale krimmer fur 
trim. Coats with the 
high waist line are al- 
ways smart with oxford 
or pump stylings. The 
combination of the kid 
and suede leathers carry 
out the style thought of 

the coat . 






















Two eyelet oxford of 

steel gray kid and 

suede for tailored 

costume wear. Car- 

ries Spanish - Cuban 
heel 
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Three-toned one strap, 

developed either in 

kid or crepe. This 

shoe of Neptune crepe 

with silver piping was 

worn with velvet eve- 
ning dress 
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A dressy shoe for eve- 
ning or pajama wear. 
This model was of 
rose pink and Char- 
treuse, with rose pink 


buckle 
















a a 







White crepe with sil- 

ver piping and rhine- 

stone buckle—a_ per- 

fect complement to 

the white evening 
gown 
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Solving the End Size Problem 


[CONTINUED FROM PAGE 37] 


this discontinued style is one that has been kept up to 
only one pair of a size straight through, the “chances” 
are 100 to 1 that the pairs on hand will be the doughnut 
sizes. 

On the other hand, if you religiously limit one style to 
middle sizes only for every style in which you buy both 
middle and end sizes, then the “chances” are that one 
middle size style will be discontinued just as often as 
one containing end sizes. 

When this occurs the pairs that go into the odds and 
ends will be in cup cake sizes, just as your customers 


want them. Alas, this happens only too seldom in any 


shoe store! 
Oh, yes, every word of this goes for men’s shoes, too. 


This article is really a sequel to the discussion of the 
size problem in the RecorperR of January fifth. 

A “model” schedule of his orthopedic size needs js g 
vital necessity to every retailer. It will show the exact 
“odds” of each size against each other size. Don't us¢ 
the schedule shown here, for every dealer must make his 
own individual model to fit his own particular needs. 

On account of the slower depreciation in orthopedic 
shoes, it is absolutely good business to carry more sizes 
in these types than the same amount of sales would 
warrant your having in novelty shoes. You can show 
the same net profit on a two-time turnover of ortho- 
pedic types as on a three-time turnover of strictly style 


shoes—but that is another story, to be told later. 
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Flow to Handle the Lenorant fl tomer 


[CONTINUED FROM PAGE 41] 


edge of the merchandise, willingness and patience to 
show generous quantities of footwear and to explain the 
facts about it fully and honestly. 


S for the newly rich and the would-be swells, the 
thing to do is to treat them as though they were the 

real thing, exhibiting polite deference to them, using a 
little flattery sometimes, but always serving them con- 
scientiously to the best of one’s ability. As for those who 
unfortunately lacked early educational advantages, and 
who may be self-conscious, even shy, they appreciate an 
easy, friendly courtesy and a presentation of the mer- 
chandise that is simple and easily understood. Pleasing 


manner counts for more than convincing argument. In 
a cordial atmosphere the merchandise and the price will 
do the selling without much selling talk. 

The important thing with children is to treat them like 
adults, avoiding any hint of superiority, condescension 
or patronizing attitude, for these things are sure to prove 
offensive to them. 

With the foreigners, whose trade in many communities 
is large and valuable, the first consideration is to secure 
their confidence. This is done by manifesting a quick 
and accurate understanding of what they want, friendly 
willingness to serve them, and an intelligent effort to 
meet their footwear requirements exactly. 





New Garment Lines, Mean New Shoe Lines 


[CONTINUED FROM PAGE 43] 


advise about combinations and the uses of blends and 
accents. 

Shoe departments rely on the well-advised clerk, 
who must have more of a sense of fitness than the 
dress or millinery buyer. Hence, a show of this type .is 
of great forecast value to the shoe trade. 

It is some six weeks after these showings that orders 


are delivered to retailers, and perhaps another month 
before that stock has been moved. Meanwhile the shoe 
clerk has the picture of the new silhouette in his mind. 
He instinctively remembers the type shoe which was 
combined with certain types of costumes.and in time 
he is able to be of great assistance to the uncertain 
patron. 
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N our styles retailing 
from $5 to $7, the 
wearing quality of our 
soles and uppers is as 
good as that used in the 


Of the 


ds is EVER before have Crafts Shoes of- average $10 shoe. 

a N fered their customers so much ad- : — oe are made to hold cus- 
> exact vantage over competition. —Fine Imported and Best omers r y to the store that sells 
yen Domestic full grain Calf- them. All styles carried in stock. 

"SC i Never, we believe, has anybody offered skin— Fine Kid Skins, Large or small orders promptly shipped 
ake his J guch notable leather and other shoe mate- Heavy Bend Soles, Leath- from any one of our three stock depart- 


ds rial value—at our price range—yet they are er Counters, Wingfoot ments. 
; ' priced to give you LIBERAL PROFIT. Heels. Compicte fal cata og now ready. 
lOopedic 


“iG. P. CRAFTS Co. MANCHESTER, N. H. 


would 
. show [f SIDWELL-DE WINDT SHOE CO. _uteheson Wholesale Shoe Co. G. P. CRAFTS CO., INC. 


Garrison 


So. Wells St., Chicago Fert Smith, Ark. - 
45 S . zg aaah tuidh tne Oo. 160-162 Duane St., N. Y. C. 
425 Westlake Ave. No. 
y stvle Seattle, Wash. 
Solnit & Shapiro Shoe Co. 
761 S. Los Angeles St. 
Los Angeles, Cal. 


STOCK CARRIED at 
Manchester, Chicago, New York 


PRICED TO RETAIL AT 


6°" 


it. In 8 IN-STOCK STYLES IN THIS LINE 


ce will Selected IMPORTED Calfskins, grey kid linings, steel arches, 
heavy Bend soles, Wing Foot heels, C and D widths. 
Stock style illustrated No. 537. Mark last. 


ortho- 


m like 


‘ 


ension 


prove PRICED TO RETAIL AT 


nities $ 
secure ¢ 
quick TO 
1€1 idly 
to 


ort 


27 IN-STOCK STYLES IN THIS LINE 


Full grain Calfskin, full calf quarter linings, leather 
counters, genuine oak bend soles, steel arches, C and D 
widths. Stock style illustrated No. 703. Town last. 


2 
ICS PRICED TO RETAIL AT 


$ a No. 1115 
nonth TO “4 
> shoe 
mind. : 


1 was 

15 IN-STOCK STYLES IN THIS LINE 
15 styles cut from calfskins, gains and kips with a variety 
of lasts and patterns to meet every requirement. Fine quality 
soles, steel arches, B and C widths. Stock style illustrated 
No. 1115. Black calf, Flip last. 
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HE trade 








is significant of quality 
insure rapid 
inspect 


“Domo”’ 


mark 
made slippers—moderately priced to 


profitable turn-over. Be sure to 
placing your requirements. 


and highly 
this line bef: re 


Backed by the reputation of the 


GOLO SLIPPER COMPANY 


129 DUANE STREET 





“Cushions of Comfort for Tired Feet” 


DR-CAMPEELLS 


nentru Osu OE 


























$3.60 $3.60 





1612—-Women’s patent leather cut- 
out tie, welt, Cuban cubber heel. 
Widths C to EE Sizes 3 to 8. 
sh a meg in black kid. 
613—Same in tan xid 
122 Duane Street 
Established 1879 


1600—Women's black kid one strap, 
cutout, welt, Cuban rubber heel. 
Widths B to E. Sizes 3 to 8. 
1601—Same in —, leather. 
1594—-Same in tan 


POWELL & ‘CAMPBELL 
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Concord Shoe Compan 
Tireless Efforts , 


VERY interesting member of the New York Sho, 


Market, and one who has had over forty years’ actiy. 

experience in the shoe industry is Bernard Lebovit, 
president of the Concord Shoe Company, Inc., of 116 Duar 
Street. 


Mr. Lebovitz was bor, 
in Bucharest, Roumania, 
1867, but at the age , 
thirteen his wanderlust | 
him to leave the count 
on a journey which duri 
the next three years t 
him through Turkey, Ital 
and France. He left Mar 
seilles in 1883, and durin 
a voyage of over one hy 


dred days visited Monte 
video, Buenos Aires ap 
Rio de Janeiro. During +! 


year 1884 his travels te 
him to New York, wher 
he landed with the firm j 
tention of returning with 
a short time to France. 


While in Rio de Janeir 
Mr. Lebovitz purchased a 
extremely light yello 
pair of shoes. As wearing these made him very conspicuous 
New York, he went into a shoe store in Brooklyn with th 
request that his shoes be dyed black. Asa result of a conver 
sation with the proprietor he decided to remain in Americ 
Soon after this, he met the sister of the owner of the shy 








BERNARD LEBOVITZ 





THE MOST SENSATIONAL STYLES AND 


TO RETAIL AT $2.95 


Our stocks are now complete 
with new live numbers for early 
Fall selling. Merchants who 
visited our display at the Boston 
Style Show weré astonished at 
the array of new styles and pat- 
terns, and complimented us on 
the most wonderful line we have 
ever shown. 


DRYZER & ROSENBERG, Inc. 
131 Duane Street “Shoes under Market Prices” 
Headquarters for Mail Order Houses, Department Stores and Bargain Basements 





POPULAR PRICED NOVELTIES 


PATENT, KAFFOR KID TIP & TRIM 
415—19/8 Spike Heel. 

416—15/8 Baby Louis Heel. 

417—14/8 Cuban Heel. 

KAFFOR KID, PATENT TIP & TRIM 
418—19/8 Spike Heel. 

419—15/8 Baby Louis Heel. 

420—14/8 Cuban Heel. 

BROWN SUEDE, BROWN 

TIP & TRIM 
421—19/8 Spike Heel. 
422—15/8 Baby Louis Heel 
BLACK VELVET GUN METAL PATENT 
TIP & TRIM 
42%3—19/8 Spike Heel. 
pry Baby caote Heel. 
14/8 Cuban Hee 
BROWN VELVET, BROWN KID TIP 
& TRIM 

426—19/8 Spike Heel. 
427—15/8 Baby Louis Heel. 


J. WEISS SHOE CO., Inc. 


137 Duane Street 


LIZARD 





In Stock.. .- Price $2.25 








WOMEN’S EARLY FALL NOVELTIES 








JEAN 
Black Patent and Gun Metal Patent, 
$215; Brown Suede Calf and_ Brown 
Baby Lizard, $2.25; Kaffor Kid and 


Black Lizard, $2.15; Standard’s Nau- 
tical Blue Kid and Blue Lizard, $2.20; 
Black Suede Calf and Black Patent, 
$2.25; Black Patent and Black —_— 





Carried on 19/8 Spike and 14/8 Baby Heels 
Short Vamp C Wide only 


B. FRIEDMAN SHOE CO., Inc. 


108 READE STREET ESTABLISHED 1880 











2300—Black patent, gun metal patent! 
collar; also brown kid, brown lizard 
collar; black satin, black lizard collar; 

all blue kid; all black lizard. French 
corded. High and Cuban heels on each. ded. Hi and Junior Spanisd 
C wide. Kid lined. B and C_ widths 


BLEECKER SHOE CO., Inc. 138-140 Duane Street 


3012—Patent leather side buckle pump, 
python inlay. Also in black suede, 
brown suede and brown kid. 
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Prospers Through 
Prnard Lebovitz 


gore, and two years later married her. Because of the busi- 
ness connection of his brother-in-law, Mr. Lebovitz started in 
the retail shoe business in Brooklyn, with a stock which con- 
sted of .twenty-five pairs of shoes. His business gradually 
increased until after being in the retail shoe trade in Brooklyn 
for twenty years, he decided to go into the wholesale end of 
the industry. 

In 1899 the ‘Concord Shoe Company was formed by Mr. 
Lebovitz with an office at 204 Church St. Good sound business 
practice together with a sympathetic understanding of the needs 
of their clientele was responsible for a steady and continuous 
growth of the Concord establishment. In 1914, Samuel _J., 
Mr, Lebovitz’s son, entered the business, and soon after sailed 
for France to fight for democracy. While in active service he 
received a cable from his father that he had been elected vice- 
president of the company. In 1914, the Concord Shoe Co. 
moved to its present address at 116 Duane St., where it now 
occupies an entire building. 

After the Armistice Mr. Bernard Lebovitz turned over the 
ative management of the concern to his son, and since then 
has devoted most of his time and energy to philanthropic or- 
ganizations in Brooklyn, where he has become very prominent. 


For the last thirty years, the Concord Shoe Co. has specialized 
in the famous “Keystone” line, featuring women’s and misses’ 
Goodyear welt novelty and sport footwear. The policy of both 
Mr. Lebovitz and his son has always been to improve the quality 
of their merchandise rather than to operate on a low price basis. 
They adopted as the foundation of their business the platform 
of new styles, better shoes, and prompt service. This, com- 
bined with an unusually sound business judgment and bearing 
inmind that the shoe merchant must make a profit, has resulted 
in the tremendous success of the Concord Shoe Co. 
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THE RIGHT SHOES AT THE RIGHT 
. In Stock 


PRICES! 








TRIM 


Lizard 
Quarter, 21/8 Spike. 

%—Same with 15/8 Baby Spike. 
49—Same with Cuban Heel. 


Vamp, Tan kia PATENT WITH KAFFEE KID 
{ 


900—20/8 Spike Heel 
1901—14/8 Baby Spike. 1902—13/8 Cuban 
SAME IN GUNMETAL PATENT 


ALL 1910—High. 1911—Reahy. 
a TAN LIZARD. SAME IN BROWN KID 
High 845—Baby &46—Cuban. 1923—Hich. 1924—Bahy. 1925—Cuban 
IC. SAME IN ALL PATENT. SAME IN BLACK KID. 


I—High 842—Baby 843—Cuban. 


LEVEY BROTHERS SH 


1920—-High. 1922—Cuban. 


E CO 


teet—Baby,, 
*DUANE STREET 
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GENUINE LIZARDS IN STOCK 

IN HIGH GRADE TURNS 


pay 
Vy 










No. 401!—Genuine Brown Lizard vamp, suede 
quarter, brown kid strap, center buckle, 19/8 
CE TE ni dcccccucsusvevesencesesss $5.75 

No. 4012—Same as No. 4011 with 15/8 Spanish 
I ono 5044:00:005004 486 0sesssbensaneers $5.75 


No. 4013—Genuine Black Lizard vamp, 
suede quarter, 
Spanish heel 
No. 4014—Same as 
Spanish heel 
WIDTHS—AA to C 


No. 4013 with 15/8 
5.75 








BAREFOOT 
SANDALS 





Tan Lotus Leather Sole Stitchdown No Heel 


cad 
=ps 


Tan Lotus Leather Sole Stitchdown Rubber Heel 

Tan Lotus Leather Sole Stitchdown Rubber Heel ....1 
Smoke Elk Oak No Soak Sole Stitchdown No Heel .... 
Smoke Elk Oak No Soak Sole Stitchdown Rubber Heel . 
Smoke Elk Oak No Soak Sole Stitchdown Rubber Heel .1 
Tan Lotus Crepe Sole Stitchdown No Heel 


S 
“ 
toe 


lon s 
@rore@ 


SeensEssass 


pe! ee 
moh 


Patent Full Lined Retan Sole Stitchdown Rubber Heel. 
Patent Full Lined Retan Sole Stitchdown Rubber Heel. 1 


et bt et et et tt 


~) 
a 


BLOG SHOE CO., Inc., 147 Duane Stree 








COLLEGE GIRLS’ AND MISSES’ 
PRINCE OF WALES PATTERN 


Goodyear Welts—C-D 


2160—Patent Leather, Black Cal- 
cutta Tip and Saddle, Nature 
Last 
Big Girl’s— 2% to 6—$3.25 
Misses’ —11%4 to 2—$2.75 
2161——College Girls’ Last 
10/8 Heel — 3 to 7—$3.25 








CONCORD SHOE CO., Inc. 


116 DUANE STREET, N. Y. 









Conceded to be the best fitting 
and best selling pump in popular 
priced footwear ! 

_ Always CARRIED IN STOCK 
m every desired leather and ma- 


terial! “PRICES ON REQUEST — 
_Duane_Shoe ©mpany; 


143 DUANE STREET 





patent 
lizard 
| collar; 








NEWER—LONGER—BETTER THAN EVER 
pr COPLA ND¢ 
ARCH40 F-AIRL 


yRaDE MARK 


A SCIENTIFIC SHOE 


SNAPPY PATTERNS—NEWEST FABRICS 
Goodyear Welts—To Retail at %—$6—$7 
IN STOCK B to EEE 


ca 








159 Duane Street New York 
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. ’s more aneiel in. this 
tested plan of selling... 
America’s Outstanding Shoe! 


Dealers everywhere, for 
years, have recognized the 
superiority of the Arch 
Preserver Shoe. More and 
more, they are turning to it 
for greater profit, because 
of the more aggressive and 
tested merchandising plan 
back of it. The program of 
generous selling help which 
supplements the national 
magazine advertising pro- 
vides a local hook-up that 
assures bigger sales and 
profits. Styles that are fea- ef 


tured in advertising “turn- d ( 


over” quickly. Stocks are 
ae 


| 
| 
“sized-in” weekly. The \\ 


oe —— 
Arch Preserver re-sale plan Vo , y/ 
oF 


is complete. 


Stock No. 307 White Buck, 
Black Calf Trim. 


Stock No. 306 White Buck, 
Brown Calf trim. 


Princeton Last. 


x 
THE 


ARCH PRESERVER [ga 


STYLED BY WRIGHT 


E. T. WRIGHT & COMPANY, Inc., Rockland, Mass. 


MAKERS OF THE JUST WRIGHT SHOE 
TOU UCUUCC CCC C CCC CCC CC CUCU UCUCUVCUCU Tee 
oe 














REG. U.S. PAT OFFICE 


“KEEPS THE FOOT WEL” 








T HE No. 1300 eyelet harmonizes 
beautifully with Sun tan footwear 
and is found on lace models styled 
to meet the demand of modern 
women. It is the little details that 
make a perfect shoe . . . such as 
Diamond Brand Visible Fast Color 
Eyeiets . . . which are one of the 
smaller but important items nec- 


essary for the fashionable and fin- 


ished appearance of laced footwear. 


No. 1300 








CONFIDENC® 


Celastic gives that confidence which 
comes from using only the best. The 
many advantages offered by these qual- 
ity box toes will be appreciated by the 
maker, seller and wearer of quality 
footwear. Celastic box toes ask no 
favors of the weather — heat, cold and 
moisture cannot affect them. Past per- 
formances justify confidence in Celastic 


—The Quality Box Toe. 








United Shoe Machinery Corporation 


Boston, Massachusetts 








Pay St taieetet ee ne - 


THE QUALITY 
BOX TOE 


U/C 
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In Some Things, It May Be TASTE— 


but in Insurance, It’s 


PROTECTION 


The whole theory and prac- 
tice of insurance is based 
upon the fundamental idea 
of protection. In buying 
insurance, consider protec- 
tion above everything else. 
When assured of the protec- 
tion you need—and not un- 
til then—consider the ques- 
tion of cost. 


Central Policies stand the 
test—protection of highest 
quality—a company abso- 
lutely sound—fair adjust- 
ments and prompt payment 
of losses. 


Then, considering cost, Cen- 
tral’s annual dividend has 
been 30% for the last eight 
years. Central’s Policies are 
naturally preferred by the 
careful insurance buyer. 


Write us for further 
information about the 
protection and the 
saving offered by Cen- 
tral Policies. 


Manufacturers Mutual Insurance Company 
of Van Wert, Ohio. 





FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR’ SELECT RISKS 

















BOOT AND SHOE RECORDER 


July 27, 1929 


Lhe Evucator Jgeq 


What it Means to Shoe Merchants 


More than twenty-five years ago 
Educator Shoes introduced to the 
public a new idea in shoe comfort. 


This idea was based on the 
scientifically correct theory that the 
first duty of a shoe was to fit. And it 
embraced the following, now famous 
5 EDUCATOR Foot Protective and 
Corrective principles: 1. Foot con- 
forming arch. 2. Snug fitting heel. 
3. Tailored instep. 4. Scientific 
modeling. 5. Flexibility. 

This sound policy of shoe design 
was introduced by Eduéator at a 
time when prevailing shoe “styles” 
were absurd in the extreme; so 
absurd as positively to endanger 
the foot-health of the wearer; so 





than therule. But most makers have 
gone only part way in correcting shoe 
design. They have changed designs 
in order to make their shoes se//—not 
in order to make them orthopedically 
correct. 


The Educator Idea, on the con- 
trary, is basic. Educator Shoes are 
designed fo fit the feet of their wearers 

—not to fit a freakish and im- 
permanent style whim the 
passing of which would 


Educator Model No. 3007. 
Men's Bal Oxford, Penn Last, 
in Black or Brown Calf. 


Educator Model No. 9048, 
Women’s Arch Elator Brown 


absurd as to cause incalculable dis- Su¢¢¢ Gore Pump, Brown Kid 
Inlay Tongue, 14-8 Covered 


comfort which was endured as Cuban Heel. Also Black Suede 


cheerfully as possible for the sake 
of “keeping in style’”—grotesque 
and unsound as those styles were. 

That discriminating people con- 
sidered the uncomfortable styles 
grotesque and unsound was demon- 
strated by their immediate and 
welcome acceptance of Educator 
Shoes. In Educators, thousands of 
people found the foot comfort they 
had been seeking. 

And they found, too, that the 
most comfortable, dest fitting shoes 
were also the dest looking shoes on 
their feet. They found that this cor- 
rectly designed, beautifully made 
footwear held its shape, as the ill- 
fitting, freakish shoes of the day had 
failed to do. That, of course, was not 
surprising; for shoes that do not fit 
the feet properly are subjected to 
straining, pulling and _ stretching 
that no combination of leather and 
thread can withstand. 

And so the Educator Idea became 
a reality. The first wearers told 
others about the comfort of Educa- 
tor Shoes. They were well advertised. 
Their fame spread rapidly. 

Gradually their effect on shoe 
styles began to be felt. Freakish, un- 
comfortable shoes began to lose their 
vogue. Designers, generally, recog- 
nized and made concessions to the 
public’s demand for foot comfort un- 
til, today, the bizarre and freakish in 
shoe design is the exception rather 





and Brown or Black Kid. 


Educator Model No. 6807, 
Children’s Patent One Strap, 
Educator Last, Leather Spring 
Heel, Flexible Gold Spot Spar- 
tan Soles. Also in Misses’ and 
Infants’ sizes. 


make them out of dateand unsalable. 

So the beauty of Educator Shoes 
is sound—based on correct fit. Theirs 
is a permanent beauty—as permanent 
as the basically correct beauty of a 
sound piece of architecture or a 
beautiful picture. Theirs is “the 
beauty of utility.” 

The rapidly growing public that 
is wearing Educator Shoes may not 
be conscious of why their shoes are 
good looking. But they are su- 
premely conscious of Educator com- 
fort. They take the good looks of 
Educator Shoes for granted. 


Something to Sell 
besides just “Shoes” 
Educator Dealers, through the 


DUCATOR 
SHOES 


for Men, Women, Boys, Girls, 
Misses, Children, Infants 








Educator Idea, are placed above 
fierce competition that besets 
shoe merchant who is trying to s 
just “shoes”, the like of which 
of his competitors can offer. 


This is true because: 


First: 


Educator design based on th 
Educator Principles gives his 
tomers real shoe comfort plus jer 
manent good style; 


SECOND: 
The Educator Line is complete; the 
Educator Dealer caters to the entire 
family, from babyhood up; 


THIRD: 
Educator Style permanency 1 
mizes out of date numbers and 
Educator policy of carrying stock 
for dealers practically eliminates 
dead inventory. This policy also 
enables Educator Dealers to do an 
abnormally large volume of busi- 
ness on a comparatively small 
investment; and, 
FourtH: 
The Educator Franchise, limiting 
dealers to one in a community x\ves 
the Educator dealer virtually an ex- 
clusive agency for this fine line of 
footwear. 
Firru: 
The Educator Line of Shoes /o the 
whole Family is Nationally Ac ver- 
tised. So Educator Dealers are given 
another big advantage over their 
competitors—their stores are identi- 
fied with the Educator Ideal of fine 
footwear in leading magazines— 
from one end of the country to the 
other. Customers are being seit to 
them with a full knowledge that 
they may confidently expect t: be 
perfectly fitted with fine shoes, fine 
looking shoes and, above all, :om- 
fortable shoes. 
Let us send you full inform:tion 
about the Educator Franchis: in 
your community. Write at onc to: 


THE EDUCATOR SHOEF, Ci RP. 
OF AMERICA 


225 W. 34th St. New York City 
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i lo Wate lhe nS on the COnat 


Were smart in Paris last year, will be worn by American 
women this winter. Keep this chart in your store, and sell 


gt oe SS, - g2-() 1 To match blue fox, summer 
ermine, rabbit, beige galyak 


7 To match cocoa caracul, 
/ « ° ° 
American broadtail, or dark 


shades of blue fox 


To match sable, marten, 


CTemine, 
brown seal, brown galyak 


Ct. _( To match mink, to blend 
a ‘ 
with cross fox or red fox 


The (Meow Crsile ni Be at ler 2, bh 


Samples by request to | 1702 - 100 Gold Areet, (New York 
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To order No. 44 Patent, Baby Liened 
Strap, 14/8 Rubbertop Heel C and D. 

To order No. 46 Black Kid, Baby 
Lizard Strap, 14/8 Rubbertop Heel 
C and D. 

To order No. 47 Brown Kid, Baby 
Lizard Strap, 14/8 Rubbertop Heel 
C and D 


Sizes 3/8 $2.25 






Caroline 


To order No. 37 Patent taeda, 14/8 
Rubbertop Heel C and D. 

To order No. 38 Black Kid, 14/8 
Rubbertop Heel C and D. 

To order No. 39 Brown Kid, 14/8 
Rubbertop Heel C and D. 


Sizes 3/8 $2.15 


Anna-Belle 


*In Stock No. 10 Patt —_ 
14/8 Rubbertop Heel D 

*In Stock No. I! Black Pa fe 14/8 
Rubbertop Heel D only. 

To order No. 12 Dosw Kid, 14/8 
Rubbertop Heel C and D. 


Sizes 3/8 $2.15 





The Cherie 


*In Stock No. 7 Pee Leather, 14/8 
Cel. Cov. Heel, C only. 

To order No. 8 ear id, 14/8 Blk. 
Kid Cov. Heel, C and D. 

To order No. 9 MY Kid 14/8 Brn. 
Kid Cov. Heel, C and D. 


Sizes 3/8 $2.35 


DANIELS & TAYLOR DE} 





WAY TO GREATER PROFITYI’ 
“LOCKERBR 
MANIAC 
—TO RAI 


$3.00 ANIB,S 
“What It Means to You’’ Wh 





Y producing standardized lines of saleable shoes actually 
wanted by the consumer, we make it possible for you to F 
win greater profits. Our styles predominate in volume sell- I Pa 
ing everywhere. Why buy fanciful patterns or impractical os ie 
combinations, even on a long dating, when you can buy ial 
Locked-Arch quick-selling, profit-making styles? No long 
dating smoke-screen here—just plain, sound facts and good ays 
shoes produced under expert, simplified, and scientific fac- ; 
tory management! of turt 
items 
F hoe f ld fm Princ 
I tomorrow you were to open a shoe factory, you cou 
not improve on Locked-Arch standardization. These 
shoes are built to specifications approved by America’s fore- 
most merchandisers—the specifications that good merchan- pro 
disers demand of shoes to run true to form year in and pa 
year out. alize f 
before 
BuyrLT on a policy that allows only a set standard of not ea 
workmanship in every department of our factory, that not ev 
rejects all sub-standard work and materials, Locked-Arch ment < 
Shoes are truly the new era footwear. There is no com- with ¢ 
parison by which to judge them, they stand alone in their depart 


secure leadership. 


Our Wonderful Oak-Ra-Tan J pxo 


sm 


Soles busines 


: ; Throu; 
(THESE soles are as carefully selected*as any in America. noden 


First, the best soles are selected, then sorted, for the 
right iron or thickness and amount of grain for maximum 
wearing surface. Each point must meet our standard, to 
guarantee in Oak-Ra-Tan Soles the greatest possible wear. 


DANIELS Gf: 


DERRY, NEWAMI 
Boston Sale: Officeflincolr 


—-~ 





ation, | 
quick | 
profit— 
derful 
























1929 


EINITELY SHOW YOU THE 


ITWITH THEIR FAMOUS 
CEIARCH”’? LINE---SET TOA 
NACTURING STANDARD | 
RHAIL PROFITABLY AT 9 “ex ‘uvgunsie: 


an ’ 
To order No. 35 Black Kid, Suede 
Calf iso 14/8 Rubbertop Heel, 


A é C an > 
ANI ¢ To order No. 36 Brown Kid, Suede 
e , Calf Tongue, 14/8 Rubbertop Heel, 


What It Means to Your Customer’’ 
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* Sizes 3/8 $2.35 





ually Is Your Store a Museum? 


yu to 


sell- 


IF your store is a mystic maze of types, styles and sizes, 
the Locked-Arch line of wanted patterns holds the key 










tical to the solution of your problems. Slow moving stock never 
buy made profits. 
long 
zood “ys your store a museum? Too many brands are his (the : Melba 
Ma. retailer’s) worst curse, because they slow down his rate Te coder Mo, <0 [stent Peby Lianed 
of turnover. The chain store’s adherence to carry only those ; ” agacibagn talline ry eesesesiiataas 
items that are in general demand is credited as the chains’ 5 ee 14/8 Rabbertop oe 
ould principal advantage over independents.” te le sO Bees OA ite 
es a b> hee ary oo fee foie, 14/8 Rubbertop Heel 
me in at Ails Retailing” in Sizes 3/8 $2.35 
han- ROFITS of a business are not earned by the Sales De- 
and partment on sales. Sales are merély opportunities to re- 
alize finally on all the planning and work that has gone 
before. As a matter of fact, the profits of a business are 
d of not earned by any single department, and some of them are 
that not even earned. They are saved. The purchasing Depart- 
Arch ment does not earn profits, but it may save them, and so 
com- with the Credit Department and all other non-productive 
their departments. 
s Mary Lou 
What Are Profits ? “tn Torah Ne. 13 Py te 
tin Stock No. 14 Black Kid, 14/8 
n ROFITS are the sum totals of an accumulation of many Rubbertop Heel, D only. 
r ° *In Stock No. 15 Brown Kid, 14/8 
small advantages, earned or saved at every point in a Rubbertop Heel, D only. 
business. This is the key to a profitable management. nae ore $2.15 
Through following this system, through adhering to this 
Prica. modern, highly efficient, and scientific method of plant oper- 
> the ation, we can offer you, the retailer, a nationally advertised, 
mum quick moving product, on which you can realize a good 
1, to profit—enabling you, in turn, to offer your customers won- 
wear. derful shoes at popular prices. 





X 
NE 


s Offer 

















AYLOR 


AMPSHIRE 


incoln Street a “¥ 
i 


<a 4 = — . : se 





To order No. 28 Patent Leather, 14/8 
Rubbertop Heel, C and D. 

To order No. 29 Black Kid, 14/8 
Rubbertop Heel, C and D. 

To order No. 30 Brown Kid, 14/8 
Rubbertop Heel, C and D 


Sizes 3/8 $2.25 
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BARNET’S 
CALF 


Dis TINCTIVE 


BROWNS 


OR Men’s Fall Shoes these three 

colors are unexcelled. They are 
tanned and finished to meet the dis- 
criminating approval of wearers of 
smart footwear. Excellent cutting 
qualities . . . brilliant finishes... 
moderate prices... fine textures 

. all are distinguishable attributes 
found in these three pre-eminen! 
colors. 


BARNET LEATHER Cosibawes Inc. 


1I92~194 Sc uth St.. ostan, Mass 
NEW VORK on Ener -~<e CINCINNATI ST. (Ours 
TANNERIES ~~ Little Falls, N.\ 
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... BUY!... BUY! ... BUY!... BUY' 


ls Your Children’s Business 
Suffering from a 


BUYING COMPLEX? 





Irs unfortunate that so many mer- 
chants look upon a children’s line 
from the standpoint of buying. They 
look through the wrong end of the 
merchandising telescope—their vision 
is focused through the narrow end 
of SELECTION, rather than the wide 
end of DISTRIBUTION. 


What the shoe trade needs now is 
selling ideas. For buying is only one- 
tenth part of retailing. Selling—get- 
ting the shoes off the shelves, on to 
the feet of your customers, at a profit 
—is by far the big problem. 


Yet, particularly in the children’s shoe 
business, many stores let a few cents 
per pair saving in BUYING influence 
their choice over shoes with 300% 
more SELLING appeal! 


No wonder so many children’s depart- 
ments are sadly drying up. No wonder 
so many are coming to us for construc- 


atathon 


tive suggestions—and getting them. 
We show dealers how the success or 
failure of a children’s department 
depends upon your merchandising 
advantage over competition. That in 
addition to a style appeal, a children’s 
line should have the following ad- 
vantages : 
(1) Construction features which are 


distinctive and exclusive, and 
easily recognized by the public. 


(2) Protection against price competi- 
tion. 


(3) Worth-while advertising and sell- 
ing assistance. 


(4) Factory representatives and ex- 
ecutives who fully understand the 
merchandising problems of chil- 
dren’s shoes. 

If you’re well-rated, we'll gladly tell 
you how to get more life and activity 
in your children’s department. We’ll 
actually show you how much more 
business in dollars and cents Pied 
Pipers can bring you. 


oe 


WAUSAU - - WISCONSIN 
New York Office, 607 Marbridge Bldg. 


PIED PIPER 


SHOES 
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Sales Check: 
Another Customer 
on the Regular’ List 


Dr Scholls 


Corrective Foot Appliances 


make it easy to sell “hard” customers who have troublesome feet. Moreover, they 
make it easy to hold these customers and draw in their friends because they actually 
give relief and permanently correct those weak and fallen arch conditions that respond 
only to scientific orthopedic correction. These 

appliances are adjustable to the feet, and the 

wee en commen elevation may be gradually increased until 
Puspetieentomendeteing the fallen arches are comfortably returned 
to their proper position. Shoes at best area 

—— covering for the feet—are not adjustable and 


therefore cannot correct. 

















Second position—Raising the ap- " . 
pliance as foot condition improves The Dr. Scholl system of corrective appliances 


= furnishes incentive for the customers to call 
back at intervals for readjustments, which take 
but a moment—and this contact causes them 

Third position=Arch fully re- ‘ . 
stored to its normal contour to form the habit of going to the one store 
for footwear. It helps the sales of hosiery and 
findings as well as shoes. Customers receiv? 
real service and become real store boosters. 


ee om ohase — fe nr a ey 


Our national advertising in lead- 
ing magazines and newspapers 
keeps the name of Dr. Scholl con- 
tinually before millions of readers. 


THE SCHOLL MEG. Co., [nc§ 


Largest Makers of Foot Appliances in the World 


With this Arch Fitter Dr. Scholl’s Corrective Foot Appli- 213 W. Schiller St., Chicago 
ances may be adjusted in a t for an exact fit orto © W- 14th St., New York ae 12 Adelaide St. F: , Toren 


ease the elevation as the condition of the foot improves. : Branches in the leading cities of the world 
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Meeting Seating Peolitems 
for a Half Century 


Has given us the answer to your Profit Problem 


A half century of seating service to theatres, 
schools and churchesstands behind “American” 
claim to seating superiority. The same organi- 
zation, seating experts and master craftsmen 
have given their specialized knowledge to 
meeting shoe store seating problems. Resources 
and research have been applied tomake Amer- 
ican Interlocking Shoe Store Chairs a 
vital business building factor in your store. 
The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 
better taste . . . and shopping is made 
pleasant. “American” Chairs, beautiful 
in finish and design, add this touch of ‘«mod 


owner or manager. 


Neg 


Helpful handbook for 
modernshoe store 


smartness to your store. Bring in more and 
better trade. Build confidence in your values 
and management. Make your store the pre- 
ferred place to buy shoes. 


FREE SERVICE AND BOOK 


Our engineers and draftsmen have suggested 
novel seating arrangements for thou- 


wr sands of shoe stores from coast to coast. 


Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 
partment for seating ideas. Our helpful 


“New Styles in 32-page book, “New Styles in Shop 
Shop Seating”’ 


Seating”, also free to interested owners 
and managers. Write for a copy today. 


American Seating Company 


1016 Lytton Building 


Chicago, Illinois 


Branch Offices 
New York: R-601-119 W. 40th St. 


Philadelphia: R. 703-1211 Chestnut St. 


_ =. 


\ Boston: R. 302-69 Canal St. 
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Nettleton 
Shoe Store, 
Hotel McAlpin, 
New York 
City L. | 
seeing’ | 


' “Vou always accomplish the last wordt ,\" 
public | 


in making possible the most efficient and practical. 


be disti1 


s. es 399 
merchandising. . “al 
ye known | 
Says the A. E. NETTLETON Co. ee gut aires 


“the C: 


Above is pictured an outstanding example menet® ey Stores.” 
of Grand Rapids Store Planning and Equip- ave hs trod 
ment for shoe stores. Occupying limited e ecavor* - shall F3 
space in one of New York’s finest hotels, ane EF : —=" 
and operating on a correspondingly high a a you wha 
rental basis, demanded that each square foot “a to by the 
of productive area in the Nettleton store be 
planned to attract the greatest possible 
volume. ° 

Mr. Cook’s letter on this subject should «i 2 JGep on ago by 
be of interest to every shoe merchant who bt ne pest, stores yes ° au ; which is 
is faced with unusual and difficult merchan- - D eet Mtr WO press 

wr ,«no™ 1s 2 acc sy, af page onc 
dising problems. piPPe jou %o wed: ng 0038 ene oi. 

If you would like to see further examples ate ee ge se? Ye mOS%¢ paki™ A neig 
of Grand Rapids installations and be fur- ‘ go OFF Mig POS say Moc ; large city 
nished with complete information regard- nea im as = ing “The 
ing the scope of our service, phone or write 
the Grand Rapids office nearest you or mail 
the coupon below. 


isn’t use 
This hay 


of a poet 


Values,” 
nature pl 
anyone it 
city whe 
greater v 


GRAND RAPIDS STORE EQUIPMENT CORPORATION f #*s: 


A good 





Executive Offices: Granp Rapips Store Equipment Corporation, Grand Rapids, Michigan Factories: 
— Gentlemen: Please send information and literature on your store planning service and equipment. me Grand Rapid . creases th 
* b 

: . Portland, Ore. 

Branch officesand Name Baltimore a store ni: 
representatives in City added sign 
racers wl ai New York City A om / 
MANUFACTURERS OF FINE STORE EQUIPMENT) BRIS 








STORE PLANNERS, DESIGNERS AND 
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| SHOE STORE SERVICE SECTION 


Devoted to Matters of Display and Merchandising Methods 


LOGANS 
Give Your Store 


An Individual Identity 


OST shoe stores have no slogan. Perhaps this ing phrase, expressing some definite thought, such as: 
partly explains why most of those that have Where feet find happiness. 
are easier for the public to remember after The home of footwear fashions. 

seeing the name a few times. Outfitters to contented feet. 

A thought—an idea—a brief informative message or Footwear headquarters. 

claim of some kind—is a great aid in establishing in the The store that satisfies. 

public mind the identity, the nature or location of a The economy mart of Shoedom. 

‘store—or, perhaps, some policy for which it ‘seeks to The fit’s the thing. 

be distinguished. Style leaders since 1889. 
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Some stores are as well Where your shoe dollar 


known by their slogan as by 
their firm name. For instance, 
“the Cathedral of All the 
Stores.” Everyone within 
the trading -radius of Mar- 
shall Field & Co. could tell 
you what store was referred 
to by that phrase, although it 
isn’t used in all their ads. 
This happens to be the title 
of a poem written some years 
ago by an old employee, 
which is given a newspaper 
page once or twice a year. 

A neighborhood store in a 
large city carried a line read- 
ing “The House of Greater 
Values,” as part of its sig- 
nature plate. You could ask 
anyone in that section of the 
city where “the house of 
greater values” was, without 
naming the store, and be di- 
rected to it. 

A good slogan not only in- 
creases the memory value of 
a store name but gives it an 
added significance. 

A popular form for a slo- 
gan to take is that of a sell- 








To be done in 


AUGUST 


August 1-10—Windows and ads for fall are 
due for attention. These should be planned up 
for a considerable time ahead. 

A series of special window settings should 
be worked out in sketch form and all mate- 
rials needed for their completion should be 
listed and ordered at once if this has not yet 
been done. 

A series of ads on fall merchandise should 
be planned and the necessary drawing for 
borders, illustrations and lettered heads pre- 
pared. As soon as actual sizes of ads can be 
determined, cuts should be ordered. Shoe cuts 
should be ready now. 


August 12-17—If it’s to be a sale this week, let 
it be a whiz bang! As outlined in the Shoe 
Store Service Section of June 29th, have a 
striking design carrying the name of the sale 
on all advertising, window streamers, show 
cards, price tickets, etc. 

Whether featuring clearance items or not, 
this is a good time to bring hosiery to the fore. 


August 19-24—Even if the weather is hot, 
some fall styles will be of interest now. Give 
them at least some of your window and adver- 
tising space. 

Bring out the school shoes. They will draw 
trade for all departments. 


August 26-31—Labor Day closes the summer 
season. After that it’s fall. So let the win- 
dows this week show sports needs for over the 
holiday; also fashions for the coming season. 








goes farthest. 

We have your style at 
your price. 

Keep your feet in trim. 

The source of shoe surety. 

The shop with the gabled 
front. 

The foregoing are sugges- 
tions of thoughts to be ex- 
pressed—any one of which, 
of course, can be expressed 
in many different ways. 

The point of greatest value 
to bring out in connection 
with your store may be value 
giving. It may be the pains 
you take to insure proper fit. 
It may be the variety of 
styles. It may be the grade 
of the merchandise. It may 
be the location of the store 
or some feature of its ap- 
pearance that makes it easy 
to distinguish from others in 
a long row of stores, such 
as “The shop with the gabled 
front.” 

The message of the slogan 
must be selected to meet lo- 
cal conditions. 
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“Ten ethtes “6 
Silk Stocking No. 655 


Meets the Need for an 
Unusual $2.50 Retailer 


Here are extra beauty, extra value and 
extralength—tothe tune of 33-34 inches! 

The hosiery trade is wellaware of the 
increasing call forasilk stocking ofout- 
standing merit at this particular price. 

“Lengthies” as a $2.50 retailer stands 
out paramount against all competi- 
tion. Added to its extra length, its 
extra sheerness—made possible by 
its 3-thread construction and brought 
out doubly by its fine gauge—gives it 
marked superiority. 

“Brevity may be the soul of chic” 
in underthings but stockings must go to 
greater lengthsto keep up with the trend 
of fashion—because shorter underthings 
require /onger stockings! 

Your customers will not only wel- 
come but they are ooking for those extra 
three or four inches that Van Raalte 
Silk Stocking No.655 provides so gen- 
erously—with full width to correspond. 
At $18.50 the dozen it also assures a 
big measure of profit to the retailer. 

No. 655 has been aptly called “The 
Petite-Opera Length Silk Stocking”! 


In Smart Shades for Summer and Early Fall 


VAN RAALTE COMPANY 
295 Fifth Avenue, New York 


Silk Stockings, Underwear, Gloves 


“Lengthies” 
Longer—by Inches 


July 27, 1929 





“Dufl 0” 


Insole Smoother 


A New Tool for Your 
Shoe Store 


Insoles are made smooth and 
comfortable by the use of the 
“Duflo” Smoother. 

Rough or Bunched up places can 
be smoothed down easily. 
“Duflo” Insole Smoother cuts 
close down to tip of shoe and 
edge of insole without cutting 
lining or upper. 

Adjustable at screw-head and 
handle to take care of different 
angles. 


A Handy Tool to Use— 
“Duflo” Smoother 


Your Jobber can supply or 
Write direct 


F. W. Whitcher Co. 
179 Lincoln St. 





Boston, Mass. 








a 
“Greeley” and “Dependability” 
Mean the Same Thing in a 
Boudoir Slipper 


For many years Greeley Bou- 
doirs in black and colored 
leathers, with leather or 
IN rubber heels, have been 
STOCK accepted by the national 
98 Petr Cases trade as the standard. 


A. W. GREELEY 


12 Duncan St. ~ 











Boston office, 
Mz. CUTTING aND MR. CARR 








POST-McVEY 


COMPANY 
* 


Cutters of 
FINE QUALITY TOPLIFTS 
of every description 


BEST OAK TOPLIFTS 
for the 


New WOMEN’S LEATHER 


HEEL 
347 CONGRESS ST., BOSTON, MASS f 
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O.A. 


N O shoe lace equals 
Cordo-Hyde. 


A strong statement? 
Certainly. Just as 
strong as Cordo-Hyde 
Laces, which are the 
strongest and hand- 
somest you can put in 


a shoe. 


We cheerfully back 
that statement by the 
testimony of  thou- 
sands of retail shoe 
merchants from Maine 
to California. 


If you make shoes— 
make them better by 
laces of Cordo-Hyde. 


If you retail shoes— 
sell them with the 
added good will and 
profit of Cordo-Hyde 


equipment. 


MILLER 


TREEING MACHINE COMPANY 


BROCKTON, MASS. 
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Entrance to Joseph’s new store. 


July 27, 1929 


Windows extend the length of the store on the 


side street, making a clearly visible sweep of one hundred and ten feet of display 


Beautifying the Odd-Shaped 
Store Front 


CORNER store on a slanting 
street offers somewhat of a 
problem to the shoe merchant 

due to the fact that the store is nar- 
now at one end and wide at the other, 
with walls shooting off at various 
angles. 

Of course, there is an age old be- 
lief that in order to be laid out in a 
practical manner a shoe store must be rectangular. 

I. Joseph & Son have a number of rectangular stores 
in Chicago. Recently they saw a chance to secure a 
location on Milwaukee Avenue, a.main business artery 
running obliquely northwest from the downtown dis- 
trict. The corner is at Paulina Street, in the heart of the 
busiest shopping center on Milwaukee Avenue. The 
only objection to it was the odd shape of the store. But 
Joseph’s wanted the location, so they set their wits to 


work to overcome this objection, with very gratifying. 


Architectural and seating 


plans enabled Joseph’s, Chi- 


cago, to overcome the ob- 
stacles imposed by numer- 
ous odd angles and corners 
in the walls of a corner 
store on a slanting street. 


results, as shown in the pictures. 

The store as it is now completed 
does not fully reveal the oddity of 
its original appearance, some of the 
former angles and corners having 
been eliminated by the clever archi- 
tectural plans in remodeling. 

The narrow end of the store is at 
the front on Milwaukee Avenue, and 
this was beautified by the installation of the distinctive 
entrance shown above. Other windows were put in all 
along the side, giving a total of 110 running feet o/ dis- 
play space. The backs of all windows are of Cali/ornia 
stucco, and those in the side windows are worked up in 
units, each finished in a very pretty rainbow effect in 
pastel shades. 

The details of the vestibule are worthy of note. The 
floor is of vari-colored terrazzo in modernistic desig. 
The window bulkheads are of black glazed vitolite. The 
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Interior of Joseph’s, viewed from a point to the right of the entrance. The front 
uall of the store is seen at the extreme left. Note the recessed panels in the 
walls above the shelving 


vaulted ceiling is recessed above the tops of the windows. 

The colorings in both exterior and interior are of a 
distinctly modern note—very tastefully blended—the 
effect being light and pleasing. 

Roomy individual chairs are employed in thé seating 
plan and the grouping of these is so ingeniously done 
that the floor space is well utilized where the walls veer 
off at unusual angles, still preserving an air of luxurious 
spaciousness. 

From floor to ceiling, color harmony pervades all de- 
tails of the fittings. In the carpeting are blended soft 
tones of rose, lavender and beige. The chairs are of 
walnut, upholstered in rose and beige mohair. The uni- 
form shoe boxes are of a soft blue and gold. 

The finish of the base of the walls and shelves is 
neutral buff, done in modern stippled plaster. The 
shelves throughout the store are divided into eight-foot 
sections, defined by pilasters which reach to the ceiling. 
In each of these pilasters is set a modern console mirror 
about six feet high by one foot wide. 

Above each section of shelving is a recessed arched 
panel decorated in a subdued sunburst effect and indi- 
Vidually lighted by concealed lamps. This embellish- 
ment against a neutral wall is sufficiently subdued to 
avoid any suggestion of gaudiness and contributes a 
good deal to the cheeriness of the room. 


The interior lighting units shown in the photo have 
been replaced by ornate lamps similar in design to those 
in the vestibule. 

The stairway to the basement salesroom, where the 
children’s and men’s departments are located, is faced 
by a plate glass display case running the full width of 
the stairs, displaying merchandise sold in the basement. 

The children’s department is fitted with animal seats 
and juvenile decorations. The men’s department, which 
is kept separate from this, is the first that Joseph’s have 
installed. 

All Joseph’s shoes, for women and men, are priced at 
$5.00. They aim to carry a very broad line, meeting all 
requirements for shoes in that grade. 


New Association in 


the Display Field 


AY important outgrowth of the recent thirty-second 
annual convention of the International Association 
of Display Men held at the Stevens Hotel, Chicago, is 
the formation of a new national association of the Dis- 


play Equipment Manufacturers. Although attempts 
have been made before to organize an associaton of 
this kind, they were never carried to completion. The 


[TURN TO PAGE 82, PLEASE] 
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A Prime Location for a 
Ladies’ Shoe 
Shop at 


JACKSON 
HEIGHTS, New York City 


There is a demand for a ladies’ shoe shop of the better class in 
these new English Gable Stores. Jackson Heights is a thriving 
community, with high earning and spending power. People here 
spend freely. As a business section it is growing by leaps and 
bounds. The ‘“‘English Gables” stores illustrated above are much 
in demand. Th are modern, spacious and convenient, only a 
few doors from the Subway, “L”’, Fifth Avenue Bus, or Coach. 
The rentals are reasonable. We will be glad to give details to 
a reputable ladies’ shoe retailer. 


THE QUEENSBORO CORPORATION 
82nd St. and Polk Ave. Jackson Heights Subway Station 
JACKSON HEIGHTS, NEW YORK CITY 
Jackson Heights office open Daily and Sunday until 8 p.m. 
Subways, 5th Ave. Bus, Coach from Waldorf-Astoria 
Phone: Newtown 6000 


N. Y. Office: 14 East 41st St. Lexington 2530 
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S PAT S $12.00 to 


IMMEDIATE $24.00 
DELIV ERY per dozen 


By ordering Fit Rite Over- ee Sate 
gaiters directly from us— neyo 
the makers—you gain ev- IN-STOCK 
ery advantage of price and 
delivery. They are carried 
in-stock and we guarantee immediate delivery—no 
matter what the size of the order. Made in gray, 














fawn and all popular shades, with smart leather 
piping around the top. 


Let us send you samples—The English Box 
Cloth at $24 doz. is particularly worth while. 
Remember—if you sell men’s shoes every 
man is a prospect. 

Samples on Request. 

FITRITE OVERGAITER CO. 


526 S. Third St., Philadelphia 
New York Office: 754 Marbridge Bldg. 

















“CROMWELL” 
English-Made Featherweight 
Woven Oxford 


Style—Quality—Perfect Fit— 
Maximum of Comfort—Service— 


these are the outstanding features of this ENG- 
LISH-MADE WOVEN KIDSKIN WELT OX- 
FORD, plain or soft cap toe, featherweight scoured 
oak or rubber soles, in solid brown, brown and 
white and black and white combinations. Now ready 
for delivery. Order now and get the trade com- 
ing to you. 


To retail for $8.00 to $9.00 
COLT-CROMWELL CO., Inc. 
Est. 1899 
1239 Broadway, New York, N. Y. 

















~ | 
For Reasons You SHOULD Know 
COME TO THE 


ST. CHARLES 


Where Summer Hits the High 
Spots—and the Thermometer 
Stays Down. 





After You’ve Been Here a Day 
You'll KNOW Them 


Atlantic City—with its constantly cool ocean 
breezes . ... and The St. Charles, with its 
unsurpassed features .. . its longest of porches 

. organ recitals . . . bathing direct from the 


house, provide superb living 


At the Boardwalk’s Breeziest Point 


Wire COLLECT for Reservations 




















enthus 
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Who 
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elling aS hoes 


on the 


Road 


News of the Shoe Travelers 


AURICEI. 

BRAMAN, 
for eleven years 
buyer for the three 
Maurice L. Roths- 
child Company’s 
stores of Chicago 
—later, a traveling 
representative for 
several large 
shoe manufactur- 
ing firms, and still 
later, doing special 
work in the whole- 
sale branch of the 
trade, has now re- 
turned to the road once more, supervis- 
ing shoe stores from Coast to Coast, 
for well-known firms. He _ reports 
splendid results. Mr. Braman has a 
wide experience in merchandising ‘“‘Up- 
to-the-minute” merchandise; has a thor- 
ough knowledge of stock control sys- 
tems, so essential today in the opera- 
tion of either independent, or chain 
stores. He covers the big cities, and 
says that business is good in the fast 
novelty game. He makes his headquar- 
ters at 3631 Liberty Heights Avenue, 
Baltimore, and when in Boston, stops 
at the United States Hotel. He was 
one of the visitors to the Boston Shoe 
and Leather Fair, and says that he 
not only had the pleasure of meeting 
many of his old friends, but making, 
the acquaintance of several new ones. 


Maurice I. Braman 


ENRY COMPTON now carries the 

line of the Conrad Shoe Company 
of Brockton, Mass., in the states of 
Texas, Louisiana, Arkansas and Okla- 
homa. Mr. Compton is one of the best 
known salesmen in the Southwest. He 
has just visited the factory where he 
has been styling the shoes for his sec- 
tion, and left for his territory full of 
enthusiasm. 


Sol Peiser, reelected secretary- 

treasurer of the Pacific Coast 

Shoe Travelers’ Association, at a 

recent meeting. Sol is also a 
notary public 


EN B. BLYTHE, for 26 years 
salesman for the D. Armstrong 
Shoe Company of Rochester and more 
recently in the same capacity for the 
Leach Shoe Company of Rochester and 
the McKay Shoe Company of Brooklyn, 
died at his home in Rochester, July 6. 
He was 55 years old. 

Mr. Blythe died suddenly after fail- 
ing to rally from an operation for 
appendicitis. 

Six years ago he left the Armstrong 
Company for the Leach Company. He 
was well known in New York State and 
the East. He was born in Moberly, 
Mo., but had made Rochester his head- 
quarters for 30 years. 

He leaves his wife, Mrs. Katherine 
Blythe; his mother, Mrs. Lucy Blythe, 
and a brother, Roy Blythe of Moberly. 
He was a member of Genesee Falls 
Lodge of Masons and Ionic Chapter, 
Royal Arch Masons. 


OHN MILTON FRENCH, whose 
acquaintances through years as a 
shoe salesman for Morse & Rogers of 
New York were nation wide, died at his 
home, Rochester, N. Y., July 13. He 
was 60 years old. ‘ 

At the time of his death, Mr. French 
was treasurer of the Lustre Chemical 
Company, which he and his son organ- 
ized and built up after his resignation 
from the shoe firm eight years ago. 

Mr. French was a member of the 
Rochester Shoe Travelers Association, 
Warren C. Hubbard Lodge of Masons, 
Rochester Consistory, and Damascus 
Temple. He was born in Rochester 
November 7, 1869. 

His wife, Mrs. Marie Elizabeth 
French; his son, Milton J. French, and 
a grandson, Milton J. French, Jr., sur- 
vive him. (UTPS). 


RED TIMSON, of Winter Park, 

Fla., arrived in Boston the other 
day, to chose styles for his southern 
customers. He used to merchandise 
shoes in Boston, as a member of Tim- 
son Bros. Now he is handling a score 
of different lines of shoes, from his 
headquarters at Winter Park. “Colors 
are what are wanted in the South,” 
says he. “Shoes gay of hue, and light 
of pattern, are the style where the sun 
shines bright. Sales of novelties that 
are really smart, and suitable to 
Florida, have shown a steady increase 
this year, and they will rise to a new 
high peak when the winter resorts 
open. Just keep in mind that Florida 
is becoming a factor in style making, 
for the fashion shows at Miami, Palm 
Beach and other winter resorts set the 
pace for the styles for the coming sum- 
mer in the big cities of the more north- 
erly parts of the country.” 


HROUGH an 

error in a re- 
cent issue of this 
department, W. B. 
Kerich, who trav- 
els Eastern Kansas 
for The Bob Smart 
Shoe Co., was 
wrongly associated 
with another Mil- 
waukee manufac- 
turer. As Mr. Ke- 
rich is the leader 
of the ‘Bob Smart’ 
selling staff there 
is no doubt in the 
minds of his retailer friends concerning 
his connection with ‘Bob Smart.’ 


W. B. Kerich 


HE National Shoe Travelers’ Asso- 

ciation already has begun to formu- 
late plans for its nineteenth annual 
convention, to be held in St. Louis on 
Friday and Saturday immediately pre- 
ceding the opening of the convention of 
the National Shoe Retailers’ Associa- 
tion in that city on Jan. 6. A general 
committee on arrangements has been 
appointed by National President Frank 
J. Larkin, the membership of which 
will be announced later. Several un- 
usual features have been planned, and 
it is anticipated that there will be the 
largest attendance on record. 


F RANK L. ARMSTRONG, one of the 
well-known traveling salesmen with 
headquarters in New York City, is now 
carrying the line of P. W. Minor & 
Sons, Inc., of Batavia, N. Y. He is cov- 
ering his old territory—parts of Penn- 
sylvania and New York State—and con- 
tinues to have his office in the Mar- 
bridge Building. 


D. J. Cameron, who represents 
the Ault-Shackford and the Ault- 
Williamson lines of Auburn, Me., 
moved to 710 Laurel Ave., San 
Mateo, Cal., the early part of 
this month. He makes his down- 
town office at 422 Pacific Build- 
ing, San Francisco. 
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Six Nw ANM® ELISE welts 


that hit the bull’s-eye of the great 


YOUTH 
MARKET. 


Ajccomnitiont Eis. ag 4 hogs. Avenue 
last. dths be D. 
Auburn and St. $3.35 O oO O 
A2238—Same in Patent. 

D. In stock at Auburn and St. 


$3.35 
Ape —Game * ga yo wee 2 
b n stock a uburn an t. 
Hou ws All In-Stock 


for immediate shipment. 


5128—Patent, Center Buckle, 9/8 -~ 
Feebble last. Widths AA to C 
stock at Auburn and St. AK, - $3. 35 


qo oo q 
All Backed Up Camelot, Gomis at, i 


C1161—Sae as (C2261 in Black Kid 

by Ault-Shackford Service paths AA to E. In stock at Auburn 
on 

Citi6—Black Kid, Center Buckle, 14/8 y = beget ace ‘ 

, Copley last. Widths AA to All6i—Same as C1161 on Avenue last. 

Auburn only $3.75 Widths AAA to D. In stock at St 

C1116 "Patel Louis only $3.35 


11 in Patent. 
In stock at Auburn oO O O A22%6i—Same as (©2261 in _ Patent. 
$3. “y Widths A to D. In stock at St. Louis 
$3.35 


All Youthful 


Width 3 AA 

Louis only 
with girl-pep, style-punch 
and quality that has sur- 
passed all previous stand- 
ards among women’s welts 
retailing at $5, $6, $7, and 

Ciltt—Black * Kid Button One Strap, 

Ms et $8. (Some merchants are 


heel, Copley last. Widths 
A to E. In stock at Auburn only.$3.15 
C221i—Same in Patent. Widths AA to ° ~ ~ 
m1 \ $3.25 getting $5.50 to $8.50. ) C1118—Blapk Kid, Center Buckle, 14/8 
heel, Copley last. bo aga AA 33.25 


C4411—Same in Brown Kid. 
AA to D. In stock at Auburn $o.35 In stock at Auburn on 
a a * _ Caane in Patent. Widths 
st 


Eitti—Black Kid, same as Cllll on D. a as cae only 


Eastland last. Widths AA _ ° 
stock at St. ‘Louls only $3.15 Write for the Agency Plan 
E221i—<Patent, same as C2211 on East- Alli8—Same as C1118 on Avenue last 
tnd ines. Widths AA to D. ae oe to D. In stock “= 
at St. 2 
E4411—Brown Kid, same A2218—Same a: - y st 
Eastland last. Widths AJ — O O i “A "to D, oe yy Met 
stock at St. Louis only errs Pied weddeocvdes $3.35 


Li: SHACKFOR 
SHOE COMPANY 


Boston, Mass. Auburn, Me. (Factory) 416 North 12th Street, St. Louis, Mo. 
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HE H. C. GODMAN CO., Columbus, 

Ohio, manufacturers, have estab- 
lished a Chicago subsidiary under the 
name of The Chicago-Godman Shoe Co., 
located on the second floor at 28 and 30 
South Market Street, occupying some 
27,000 sq. ft. of floor space to accommo- 
date an extensive stock to serve more 
sweiaosA the requirements of Illinois, 

isconsin, Indiana and Michigan. The 
organization at the new location com- 


prises many men well known to the 
trade in the Central West. Those in- 
cluded in the accompanying illustration, 
reading from left to right, are: H. M. 
Alcorn and P. A. Ebbinghouse, Central 
Illinois; C. H. Harris, Northern Indi- 
ana and Southern Michigan; A. F. En- 
gelbach, Milwaukee and vicinity; H. 
Greenfield, Southern Wisconsin and 
Northern Illinois; H. C. Hunt, house 
salesman; H. T. Lutz, Northern Wis- 
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Godman’s Chicago Stuff 


consin and Michigan; S. Kadison, Chi- 
cago; B. M. Shapiro, manager; M. H. 
Shapiro, Chicago; C. A. Gronseth 
(rear), Northern Michigan; I. L. Beau- 
dette, Southern Illinois; H. J. Franck, 
merchandise manager; A. S. Adams, 
Western and Northern Wisconsin; G. F. 
Collins, Chicago and suburbs; M. 
Hirsch, Chicago; P. B. McHugh, North- 
eastern Illinois and Southeastern Wis- 
consin; H. C. Jernberg, credit manager. 








HOMAS A. KNOX, representing 

Adams Bros. Co. in Chicago, re- 
ceived many remembrances in the 
Chicago shoe trade July 18, the 
seventy-sixth anniversary of his birth. 
At his home on Spaulding Avenue, a 
real birthday party with cake an’ ever’- 
thing celebrated the occasion and none 
was more active than the cause of all 
the felicitations. 

In his capacity as Chairman of the 
Welfare Committee, Mr. Knox is con- 
stantly disseminating a world of good 
cheer to those in distress, while retailers 
everywhere welcome this live veteran 
whose heritage in the shoe trade was 
handed down from previous genera- 
tions and preserved by “Tom” through 
the manufacturing and retail branches 
of the footwear field in two hemi- 
spheres. 


RTHUR W. SHAW, who carries 

the line of the Stetson Shoe Co. in 
the South, was a recent visitor to the 
Boston market. He attended the Boston 
Shoe and Leather Fair, attended a 
Stetson conference, gathered together 
his new samples and is now in his ter- 
ritory. 


At a recent meeting of the board of 
governors of the Philadelphia Shoe 
Travelers’ Association, William J. Mil- 
ler was elected secretary to succeed the 
late W. F. Schoell. Mr. Miller is a 
member of the sales force of the Ham- 
ilton-Brown Shoe Co. of St, Louis. 


‘ 


A REARRANGEMENT of the ter- 
ritories of the Riley Shoe Manu- 
facturing Company, of Columbus, has 
taken place. Charles Aspinall, who 
had the western portion of Pennsyl- 
vania, has been given the entire State. 
Frank Kneecamp, formerly with the 
Stern-Auer Shoe Company, has been 
placed in the remainder of the terri- 
tory. Mr. Kneecamp has started on 
the territory and reports bright pros- 
pects. 


ARRY GOLLER, who has sold 
shoes out of New England for 
many a year, is signed up with the 
Amesbury Shoe Company of Amesbury, 
Mass., makers of novelty McKays, and 
will carry its styles to the big city 
trade, his familiar territory. For a 
preliminary, he displayed a new as- 
sortment of examples at the style show 
in Boston, and he made a good start 
on them. 


ILLIAM WATSON, traveling 

representative over Southeast 
Texas for the Johnson-Stephens & 
Shinkle shoe manufacturers of St. 
Louis, has given his views on the best 
sellers for fall. Watson says: “Well, 
if reptiles are not the big hit for fall, 
I’ll not be around, for I have been 
telling too many of the boys to buy 
reptiles. Suedes are going to go good 
also over this territory in my opinion.” 
—(UTPS). 


EMBERS of the Ohio Shoe Travel- 

ers’ Association held a meeting re- 
cently at the Hotel Chittenden, Colum- 
bus, for the election of officers and to 
discuss plans for largely increasing the 
usefulness of the association. J. J. 
Kaltenbrun, a former president of the 
National Shoe Travelers’ Association, 
was elected president of the regional 
association. Other officers elected at the 
same meeting were E. C. Bigelow, vice- 
president; R. V. Zartman, second vice- 
president, and Harry T. Ingham, secre- 
tary-treasurer. A membership drive 
has been put under way to increase the 
membership from 150 to at least double 
that number. 


RED C. EARL, representing The 

John J. Lattemann Shoe Manufac- 
turing Company in the central western 
territory, announces the removal of 
their Chicago Office from 22 West 
Quincy Street to 209 South State 
Street, where in Room 1207, Republic 
Building, the Lattemann line is spread 
and the former telephone—Harrison 
3346— installed. 


EMBERS of the Pacific Coast Shoe 

Travelers’ Association sprang a 
new one at the recent convention of the 
California Shoe Retailers’ Association. 
One morning, as many of the member- 
ship as were present acted as hosts to 
the visiting merchants at a breakfast, 
at which an address was made by E. A 
Burrill, educational director of the 
N. S. R. A., in which he stressed selling 
service as well as merchandise. 
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New York State Association; 11th 
Convention Schedule All Set 


Syracuse Get Together 
September 8, 9 and 10 
Offers Unique Program 


ROCHESTER, N. Y.—There appears 
to be more than customary interest 
amon; shoe merchants of New York 
State in the coming annual conven- 
tion of the New York State Shoe 
Retailers’ Association to be held at 
Syracuse, Sept. 8, 9 and 10, accord- 
ing to President Burt J. Gosper, of 
Elmira, and the executive secretary, 
W. E. Southard, of Syracuse. While 
this convention is held primarily 
each year for the educational ad- 
vancement of the merchant mem- 
bers, many shoe manufacturers take 
advantage of the gathering to ex- 
hibit their merchandise, and more 
than the usual number of applica- 
tions for rooms are already on file, 
at the Hotel Onondaga, where the 
sessions will be held. 

Unique in several ways is the pro- 
gram outlined for the Syracuse meet- 
ing. In the first place, the meeting for 
the first time will begin on Sunday. 
At 2 p. m. on that day there will be a 
golf tournament for members and ex- 
hibitors at the Bellevue Country Club, 
which Chairman Ernest N. Park of the 
local welcoming committee says is one 
of the finest courses in the State. 
There will be dinner at the club and in 
the evening the board of directors will 
hold an executive session at the Onon- 
daga Hotel. 

. Monday morning will be given to the 
salesmen and manufacturers for inspec- 
tion of exhibits and selling shoes. At 
noon there will be a luncheon with Er- 
nest N. Park presiding. Immediately 
following luncheon the Rev. Freeman 
H. Jenney, of Syracuse, will talk on 
“The Trend of Style.” Next will come 
Dr. Bristow Adams, an instructor at 
Cornell University, who will answer the 
proposition “Why. Advertise.” There 
will be an open forum following each 
paper. In the evening at 7 o’clock 
there will be the annual banquet, “with 
surprises,” to be followed by dancing. 
This evening will be known as “A 
Night in the ‘Tannery’ and ‘How’?” 

Again on Wednesday, the 10th, the 
morning will be given to the buyers, 
salesmen and manufacturers. Follow- 











RECORDER FITTING SCHOOL 


In “re-opening the school-room” 
we find it necessary to postpone 
for a short time the class in prac- 
tical shoe fitting. We had hoped 
to start the series of twenty les- 
sons with this issue but to illus- 
trate the human foot in a new 
informative way we must prepare 
a complete new set of drawings 
indicating the mechanism of loco- 
motion. 
Announcement will shortly be 
made of the opening of class 
work, for we have discovered that 
every seven years we contact a 
new and rising generation of shoe 
store salesmen who are eager to 
study the very fundamentals of 
shoe fitting. 
The Editor. 








4. 





ing the noon luncheon this program has 
been arranged: “What the Future Holds 
for the Shoeman,” James H. Stone, 
manager of the National Shoe Retail- 
ers’ Association; “The Stylist’s Prob- 
lem,” John Slater, New York. The 
round table talk following these papers 
will be conducted by former President 
Mott.B. Hughey, of Watkins Glen, N. Y. 

The afternoon session will end with 
the election of officers and reports of 
committees, secretary and treasurer. 
The place for the 1930 convention will 
also be announced. The Empire State 
association was formed at Rochester, 
Feb. 3, 1919, and this will be its 
eleventh annual convention. The offi- 
cers are: President, Burt J. Gosper, 
Elmira; vice-presidents, H. Merton 
Smith, Penn Yan; E. J. Wade, James- 
town; William F. Toher, Oneida, and 
H. A. Read, Binghamton; treasurer, 
Jesse L. Patton, Schenectady; secre- 
tary, Harry A. Chase, Rochester. The 
manager and executive officer is ““Wal- 
ly” Southard, of 404 South Clinton 
Street, Syracuse. : 


Metzger to Open Store 


(UTPS)—A. 
V. Metzger will open an exclusive shoe 
salon at 135 Grant Avenue, San Fran- 
cisco, in August, with Harry Parlow as 


SAN FRANCISCO, CAL. 


manager. Parlow comes from La 
Mode’s, Inc., of Los Angeles, and was 
formerly with Frank Mores, San Fran- 
cisco. 





Gerlach Shoe Store 
Gutted by Fire 


SAN FRANCISCO, CAL. (UTPS)—A 
few minutes after noon on July 17, 
fire of undetermined origin broke out 
in the basement of the Gerlach Shoe 
‘Company, 541-543 Market Street, San 
Francisco, and raged for three and a 
half hours before it was put out, wip- 
ing out the entire stock of the shoe firm 
at a loss estimated by Fred Gerlach, 
proprietor, at $200,000. Gerlach, one 
of the pioneer shoe men of San Fran- 
cisco, has an established reputation as 
a manufacturer and distributor of cor- 
rective footwear, and it is expected that 
he will reestablish the store immedi- 
ately. The Kehoe Display Fixture 
Company, which occupied the second 
and third floors of the building and 
also part of the basement, suffered a 
loss estimated at $75,000, as their stock 
was also a total loss. The damage to 
the building, entirely gutted by the 
blaze, was approximated at another 
$75,000. William E. Kehoe, manager 
of the display fixture company, stated 
that a $25,000 shipment of wax display 
models manufactured for the new Cap- 
well store in Oakland were among the 
stock destroyed. 


Swope Opens Another 
Children’s Store 


St. Louis, Mo.—The Swope Shoe 
Company announces the opening of a 
children’s shoe store at 6602 Delmar 
Blvd., University City. This will make 
the second children’s store for the com- 
pany, the first being located at 4640 
Maryland Ave. Children’s shoes and 
women’s and children’s hosiery will be 
handled in the new store. 

The store will be furnished in draw- 
ing room arrangement with wall paper 
designed to attract the interest of chil- 
dren. There will be seats for approxi- 
mately twenty customers. 

Arthur Ebbs, an official of the com- 
pany, stated the resistance encountered 
in bringing children into the congested 
retail districts, as well as school hour 
regulations which prevent parents from 
bringing the children after school ad- 
journs, were factors in bringing the 
children’s store to the customers. 


Shoe Dep’t Moved 


BIRMINGHAM, ALA. (UTPS)—The 
shoe department located on the mez- 
zanine floor of the Adams Department 
Store here has been moved to the base- 
ment, the two departments being com- 
bined. The department is operated by 
the Edwards Shoe Co., of Atlanta, and 
is under the management of J. M. 
Johnson. 
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With one case of Hood Lastics you can 








fit as many of the feet that come into your 
store as you can with several cases of or- 
dinary rubbers. With Hood Lastics there 
is no need to carry big stocks of assorted 
lasts. One last of the flexible, perfectly 
fitting Lastics will shape to fit shoes of 
several different types. This means small 


HOOD RUBBER COMPANY 
Watertown, Massachusetts 


Look for the Hood Arrow 


greater profits from your rubber sales. 


Lastics are made for men, boys, youths, 
women, misses and children. They are 
leaders in style and fit. They are exclusive 
with the Hood Rubber Company. They 
sell easily and assure you a good profit. 
Order now for early fall rainy weather. 
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Shouse Brothers Moving 


MUSKOGEE, OKLA.—Shouse Bros., of 
this city, will move their store to a 
new location, 305-307 West Broadway, 
about Aug. 1. 

A two-story building, 50 by 120 feet, 
which was formerly used as a theater, 
has been remodeled into a department 
store building, and will be occupied 
with dry goods, shoes and ready-to- 
wear. 


“Nunn-Bush” Opens 
- Fourth Chicago Store 


CHIcAGO, ILL.—Nunn, Bush & Wel- 
don Shoe Co. has opened its fourth 
retail shoe store in Chicago, having 
leased, for ten years, the first floor 
premises in the Hartford Building at 
12 South Dearborn Street. Under the 
direction of District Manager W. C. 
Young the new establishment has been 
refurnished, including the installation 
of an arcade front and installation of 
an ornate walnut natural wood interior 
trim. 

The other “Nunn-Bush” stores in 
Chicago are located at 42 North Dear- 
born, 115 South Clark Street, and 32 
West Jackson Boulevard. 


Martins Buy 
Dunlap Chain 


Los ANGELES, CAL. (UTPS)—L. S. 
Martin and his son, Reid S. Martin, 
recently purchased the Dunlap chain 
of stores, which will be operated from 
now on as the Martin stores. Mr. 
Martin had been connected with the 
Dunlap chain as manager for 15 years 
and recently his son became buyer for 
the entire chain. 

According to Mr. Martin, Sr., a num- 
ber of the stores will be improved, and 
in all the shoe stocks will be increased, 
so that they will carry a much larger 
and more complete line of staple mer- 
chandise. The chain’s policy of “cash” 
will continue both in buying and in 
selling. 


Miss Foster a Manager 


SAN FRANCISCO, CaL. (UTPS)— 
Miss Mabelle Foster, with 27 years of 
experience in some of the large juven- 
ile shoe stores of the East, and more 
recently assistant buyer for the junior 
shee department of Brown-Dunkin 
Company, Tulsa, Oklahoma, is now 
manager of the juvenile shoe depart- 
ment at the new store of O’Connor- 
Moffatt Company, San Francisco. 


Langford with Turrell 


SEATTLE, WasH. (UTPS)—T. H. 
Langford, formerly with Fraser Pat- 
terson’s, is the new floor manager of 
Turrell’s Second Avenue store, re- 
placing Brant Pierce, now with I. Mil- 
er. 


Fred J. Partmann, Turrell Bros.’ 
window designer, has been elected 
ae of Seattle Display Men’s 





Stores Report Rush 


for White Footwear 


CINCINNATI, OHIO—Extremely hot 
weather the latter part of June stim- 
ulated white sales and if business on 
this type of footwear continues as 
good for the next six weeks as it is at 
present writing, the season will just 
about set a new record for whites. The 
majority of merchants bought very 
lightly on whites and ran completely 
out before the season was hardly under 
way. Many of them had to reorder the 
latter part of June and these orders 
helped manufacturers quite a bit to 
keep things running during the slack 
season. 

Browns, beiges and grays have been 
selling well and patents are losing a 
little ground although a great many of 
them are still being sold. Light reptiles 
are good but are not selling as fast 
as some merchants anticipated and it 
now looks as though some of them over- 
bought. 

The manager of one large shoe de- 
partment reported that about 50 per 
cent of the ladies who are leaving on 
vacations buy two, three or four pairs 
of shoes in order to have the correct 
foot dress for each costume they intend 
to take along. This condition, it seems, 
is getting to be general, therefore more 
two-pair sales are reported than has 
been the case heretofore. 

Various one-strap patterns are best, 
with plain pumps second. Ornaments 
are less popular than they were for a 
while. Heels run from 17/8 to 22/8. 


Barnes with Field 


DES MOINES, Iowa (U,TPS)—R. J. 
‘Barnes, for 35 years associated with 
the W. L. White Shoe Company of this 
city, will join the new staff of the Field 
Shoe Company, it is announced by the 
proprietor, T. Frank Jaques, proprie- 
tor. Consolidation sales following the 
merger of the two companies a month 
ago have practically been completed. 


Remodeling Panor Store 


Des MOINES, Iowa (UTPS)—Panor 
Boot Shop at Waterloo, Iowa, is mak- 


ing improvements. A new front is be- 
ing constructed and the interior is be- 
ing remodeled and enlarged to provide 
increased space for the hosiery depart- 
ment, which is a specialty of the store. 
R. A. Hollingshead is the manager of 
the Waterloo store. The improvement 
will be completed about Aug. 10. 


Perra Buys Out Flaherty 


GREAT Fauus, Mont. (UTPS)— 
Fred J. Perra has purchased the inter- 
ests of Edw. A. Flaherty, his partner, 
in Flaherty & Perra shoe store. Neil 
Flaherty will continue as manager, 
while A. E. Evans and L. E. Corsaw 
will also continue on the sales staff. 


New Chandler Shop 


Kansas City, Mo. (UTPS)—The 
Chandler Shoe Stores Company re- 
cently opened its third Kansas City 
store at 8 East Eleventh Street. Keith 
Kepley is manager. 
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Trying New Ways to 
Sell Men’s Footwear 


Boston, Mass.—The summer season 
has proved somewhat disastrous to 
merchants who had stocked heavily on 
brown and white sport shoes for men, 
as results to date show that the com- 
pination of black and white has out- 
sold the brown and white by three or 
four to one. 

It is interesting to note, however, 
that retail stores handling men’s wear 
already are trying out flannel trousers 
with a brownish cast in an attempt to 
switch public taste and create a mar- 
ket, next year at least, for the shoes 
which have not solid this year. Cream 
colored flannels with a pronounced 
brown stripe have been put on display 
in a number of Boston stores within 
the last week. Linen knickers with 
more brown in them than is usually 
found in what is known as the “natural 
linen,” also are seen. Worsted knick- 
ers, also in the brown family, are on 
display. 


New R. & S. Store 


Furnt, Mico. (UTPS)—The R. and 
S. Shoe Store, one of a chain of 130 
stores, opened a Flint branch at 311 
South Saginaw Street. The store is 
managed by E. W. Horton, who has 
had 30 years’ experience in the shoe 
business. The new store has been re- 
modeled and fitted with the latest light- 
ing equipment. It occupies the base- 
ment and first floor of the building, the 
basement being devoted to misses’ and 
children’s shoes. 

A play place for children has been 
constructed in the basement with hobby- 
horses and a wild animal show, which 
is the first of its kind in a Flint shoe 
store, according to the manager. 


New Movable Arch Store 


Los ANGELES, CAL. (UTPS)—Dr. 
Reed’s branch of the Movable Arch 
Shoe Store recently opened on Fourth 
Street in Long Beach with a complete 
line of men’s and women’s shoes. The 
decorations of the new shop are in 
futuristic Spanish, in green and buff 
with ebony, and Spanish red trimmings. 
The latest and most modern design of 
store arrangement has been used 
throughout. The stock is entirely con- 
cealed and the parlor fitting room idea 
has been carried out. 

Mr. Salisbury, president of the Long 
Beach Flying Club, is manager of the 
store. He has had many years’ expe- 
rience in corrective footwear in Chi- 
cago and Omaha. 


Powell Quits Retailing 


SEATTLE, WASH. (UTPS)—President 
Powell of the Seattle Retail Shoe 
Dealers’ Association has resigned on 
account of transferring from the retail 
to the wholesale end of the business. 
He will hereafter spend most of his 
time on the road with the Central Shoe 
Company’s line, traveling Western 
Washincton. 

Steve Wochos, manager of the shoe 
department of Rhodes Department 
Store, will succeed Mr. Powell. 
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New Central Boot Shop’ ; 


EVERETT, WASH. (UTPS)—Central 
Boot Shop has been opened here with 
Ronald Rinehart as manager. Attrac- 
tively located at 1612 Hewitt Avenue, 
this gives another important addition 
to their chain. 


W. E. Secombe Heads 
California Retailers 


W. E. Secombe 


SAN FRANCIscO, CAL.—At the closing 
session of the 11th annual convention of 
the California Shoe Retailers Associa- 
tion, held at the St. Francis Hotel here 
last week, William E. Secombe, who 
had served as vice-president, was elected 
to the presidency to succeed Harry C. 
Locey. 

Mr. Secombe, head of the Lewis store 
in San Diego, is a charter member of 
the association. He has been in the 
retail shoe business for 27 years and 
is one of the best known shoe merchants 
on the Pacific Coast. 

The full complement of officers elected 
at the convention follows: 

President—W. E. Secombe, 
Diego. 

First Vice-President—Charles Kush- 
ins, Oakland. 

Second Vice-President—J. E. Rain, 
Ventura. 

Treasurer—Carol S. Wills, San Fran- 
cisco. 

Secretary-Manager—F. A. Rittig- 
stein, San Francisco. 

Directors—Lloyd Baird, Fresno; Lou 
Brayton, Sacramento; C. H. Fontius, 
Los Angeles; A. L. Gude, Los Angeles; 
Chester Herold, San Jose; Melville 


San 





Kaufmann, San Francisco. 


New Shoe Chain Formed 


in Southwest Territory 


SHREVEPORT, La. (UTPS)—An or- 
ganization to be styled the R & D Shoe 
Corporation, with which two of 
Shreveport’s leading shoe men are af- 
filiated has been formed, and will have 
as its object the expansion of a chain 
of shoe stores in the Southwest. The 
officers of the newly organized firm 
are: Nathan Rosenberg, Joplin, Mo., 
president; Clarence Dreyer, the Clar- 
ence Dreyer Slipper Shop, Shreveport, 
La., vice-president; I. Rosenberg, of 
Rosenberg, Inc., shoe store, Shreveport, 
secretary; and Harry K.. Olliphant, 
treasurer. Although the Rosenbergs 
are interested in the new company, the 
Rosenberg, Inc., store here will be op- 
erated as an absolutely separate con- 
cern, it is stated. The Dreyer Slipper 
Shop, however, will be combined with 
the R & D interests. A store at Little 
Rock, Ark., is planned and in several 
other cities of the Southwest. Novelty 
footwear at popular prices and hosiery 
will be featured. Mr. Dreyer will be 
general manager and I. Rosenberg, as- 
sistant general manager. 


New R-C Store 

LONG BEACH, CAL.—A second Enna 
Jettick Shoe Store will be opened in 
the Martti Building, Aug. 15, by the 
R.-C. Shoe Co. This will be managed 
by L. V. Ray, who will also continue 
to look after the large Enna Jettick 
department in The Emporium. It is 
the phenomenal growth of the shoe 
business in this latter store that forced 
the R.-C. Shoe Co. to open up the sec- 
ond store right in the heart of the 
retail business district and only a 
couple of blocks away from the original 
location. “We just couldn’t take care 
of our trade,” said Mr. Ray in explain- 
ing the move. 


Nunn-Bush Reopens 


KANSAS City, Mo. (UTPS)—After 
six months, the Nunn-Bush company 
reopened its store in Kansas City at 
102 East Tenth Street. The store, for- 
merly located at 1006 Walnut, has not 
been operating since the first of this 
year. 

R. W. Grant, who has been with the 
company here for about three years as 
manager, is manager at the new loca- 
tion. The shop is located in the finan- 
cial district, having access to a greater 
number of men than in the former lo- 
cation. Its show window is particu- 
larly attractive with black velour 
draperies trimmed with gold ropes and 
tassels. 


New Traveler Store 


PROVIDENCE, R. I. (UTPS)—The 
Traveler Shoe Store is to open a third 
store here within a few days. Two 
other stores, located within a short dis- 
tance of each other, will continue as 
usual. One store, in charge of John F. 
Grossman, and located almost next door 
to the new store, will sell men’s foot- 
wear only. The new store to be opened 
on Westminster Street will sell women’s 
footwear only and will be in charge of 
Samuel Cannan, at one time with the 
Lowell part of the Traveler organiza- 
tion. 
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In all industries producing a fine and use- 
ful article there is one brand which the rest 
of the industry ““guides on'’—just as marching 


soldiers guide their formation on the position of the 
flag bearer. 


For half a century the Alfred Hale Rubber Company has carried 
the banner of progress and high integrity in the development of 


rubber soling and heels. 


Why has the rubber industry watche d for each succeeding variety of sole 
as it has come from the Hale labor atories into production? Because 
long years of experience have repeatedly proven that any new 
sole bearing the word “‘Rajah”’ is timely in style, profitable 


for sales and completely tested for the maximum of 
wear and service. 


The sterling mark on a rubber sole is “Rajah” 
—which means that sterling quality has 
been put before price considera- 
tion. In selecting soles for 
your footwear the first 
and last word you 
need look for is 


“Rajah.” 


ALFRED HALE RUBBER COMPANY 


ATLANTIC, MASS. 
ESTABLISHED 1837 
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Syracuse, N. Y., U. S. A. 
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Good Buying for 
Fall Reported by 
Brockton Plants 


Records Broken by Shipments 
During Last Six Months 


BROCKTON, Mass.—Shoe shipments 
for the first six months of 1929 from 
the city of Brockton alone are 48,223 
cases ahead of last year’s total, a re- 
capitulation last week showed, proving 
the very optimistic statements manu- 
facturers had made of the banner run 
they had enjoyed to start the year. 
This is the best run enjoyed in nearly 
a decade. 

Even more encouraging is the fact 
that orders on hand to start the sum- 
mer and fall run are unusually heavy, 
and the in-stock departments are fairly 
well depleted of wanted lines, so that 
prospects of a busy period until early 
fall at least are high. 

A very good barometer of business in 
Brockton and the surrounding towns is 
the call for employees, and unions and 
newspaper advertisements are many 
these days seeking to get ample 
workers to meet the demand. The fact, 
too, that the Brockton Shoe Co. of Hol- 
brook recently received an order for 
upwards of 150,000 navy shoes has 
stimulated business in this section. 
Outside of Brockton the towns also are 
feeling the boom. South Braintree, 
always a busy mart because of the fact 
a heavy job trade business is carried 
on there, the supply of help has been 
inadequate and calls have been sent to 
this center for operatives. 

One factory turning out turns and 
the new stuck-on process shoes here is 
particularly well pleased with the sup- 
ply of future orders. 


Sherrington with Selby 


PoRTSMOUTH, OHIO (UTPS)—Rus- 
sell G. Phillips, who has been adver- 
tising manager of the Selby Shoe Co. 
for the past year, has resigned his posi- 
tion. He has been succeeded by Rich- 
ard Sherrington, formerly of Cincin- 
nati. Mr. Sherrington has been promi- 
nently identified with the United States 
Shoe Co. of Cincinnati for a number 
of years. 


C. B. Allen Dies 


CHIcAGO, ILL.—Charles Bliss Allen, 
for many years western sales manager 
for The United States Rubber Co., with 
headquarters in Chicago, died July 19 
at the home of his daughter, Mrs. Mac- 
Kenzie, in Evanston. Funeral services 
were held at the MacKenzie home on 
the following Saturday. 
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To Send Big Delegation 
to N.S.R.A. Convention 


New England Reserves Two Floors 
in St. Louis Hotel 


» Boston, Mass. — If plans which 
already are well under way materialize 
as expected, New England will have the 
biggest representation on record a: the 
annual convention of the National Shoe 
Retailers’ Association, to be held i: St. 
Louis, Jan. 6, 7, 8 and 9, next vear. 
A bulletin issued from the office of 
Thomas F. Anderson, secretary o! the 
New England Shoe and Leather \ss0- 
ciation, announces that two entire {loors 
of the New Jefferson Hotel are being 
reserved for members of the New En- 
gland group, but warns that this 
reservation will be held open for a 
limited period only and urges imme- 
diate action on the part of manufac- 
turers who plan to be there and exhibit 
their merchandise. 

“We urge all interested,” says the 
bulletin, “to apply immediately for en 
rollment in the New England group, to 
James H. Stone, manager, Chicago, at 
the same time notifying us of their 
application. Twenty representative 

ew England firms already have en- 
rolled. Let us follow up the splendid 
constructive results of our recent tenth 
annual Boston Shoe and Leather Fair 
by having a record New England rep- 
resentation at St. Louis next winter.” 


Platz Joins Cedar Cliff 


NEw YorK, N. Y.—William A. Platz, 
who has long been identified with the 
shoe and leather industry, has asso- 
ciated himself with The Cedar Cliff 
Silk Co., 2 Park Avenue, New York 
City, manufacturers of shoe fabrics. 

Mr. Platz has been assigned the rep- 
resentation of the line in the Metro- 
politan territory, in conjunction with 
which he will also contact style sources, 
aiding in the development of new crea- 
tions to be added to their attractive 
line of moirés, crépes and satins. The 
company is at present producing a Se- 
lection of moirés and crépes in fash- 
ionable shades. The white for tint- 
ing is particularly well regarded by 
the trade. 


Coon Sees Big Season 


ROCHESTER, N. Y.—W. B. Coon Co. 
are coming out this season wiih a 
highly styled line of special mea-ure- 
ment shoes for women. These wi!! be 
carried in stock. The factory has 
nearly forty thousand pairs ahea‘! on 
order, and an expansion progran) will 
be put into effect in their big brici fac- 
tory on Canal street, to take car: of 
what they believe will be the birgest 
season they ever enjoyed. 
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Winning Feminine Favor 


CINCINNATI, OHIO 
—_“Probably the 
surest way to win 
feminine favor is 
to make your ap- 
peal through style 
effects.” This is the 
motto of Gaston 
Paul Poirot, who 
has entered his 
third year as chief 
of the staff of de- 
signers of the 
United States Shoe 
Co. “A touch of 
French technique,” 
he says, “will win an enthusiastic wel- 
come for your shoes—for born in every 
woman is the conviction that all style 
originates in Paris. If it’s Parisian, 
she argues, it must be right.” 


Cc. P. Poirot 


John H. Kinne New Head 
of C. P. Ford & Co., Inc. 


Rocuester, N. Y.—John H. Kinne, 
“one of the finest men who ever bought 
and stood in leather,” to quote a remark 
by one of his associates, has been 
elected president of C. P. Ford & Co. 
to succeed the late John S. Davies. Mr. 
Kinne and Mr. Davies began their 
services with Hough & Ford in Auburn 
in 1870, selling shoes on the road. 
When Mr. Ford died Mr. Davies suc- 
ceeded him as president, while Mr. 
Kinne had been secretary for many 
years. Mr. Kinne is the dean of this 
organization. He has a wide ac- 
quaintance in the trade, and knows 
buyers of shoes in all parts of the coun- 
try. John D. Finneran was elected a 
director and also was chosen secretary 
to succeed Mr. Kinne. “Jack” Finner- 
an was for many years with The 
Menihan Company and during recent 
years has been credit manager of C. P- 
Ford & Co. His promotion will give 
particular satisfaction to his many 
friends in the trade, and he earned it 
by hard, loyai and conscientious work. 
Innes P. Allen was re-elected treasurer 
and his son, Wheeler D. Allen, was 
again chosen vice-president. 


New Equipment Installed 
at Certified Shoe Plant 


RockrorD, ILL.—Modern welt equip- 
ment for the production of light effects 
in styleful Goodyear welts for fem- 
inine wear, has just been installed at 
the Rockford factory of The Certified 
Shoe Corporation. The production de- 
partments are now under the direction 
of Charles Shaw, formerly identified 
with the Brooklyn factories of John J. 
Lattemann Shoe Mfg. Co. and J. & T. 
Cousins, Inc. 

“Proven Arch” special construction 
shoe, long made at this factory in high 
grades, is now being supplied in a me- 
dium grade; while the companion shoe 
in lower grades, merchandised under 
the style of “Tru-Mode” is being pur- 
chased to retail at a still lower figure. 
Salesmanager H. Groenewald re- 
ports an expansion of the company’s 
sales organization and the heaviest for- 
ward bookings in the history of the 
company. 





Cincinnati Factories 
Reported at Capacity 


Full Run of Two Months 
Is Expected 


CINCINNATI, OHIO—A nice volume of 
fall business was booked by local man- 
ufacturers before July 1 and since that 
time large orders and small have been 
pouring in. Factories, for the most 
part, went into the new half of the 
year at capacity and several expect to 
continue operating on that basis for 
the next sixty days. 

Hot weather seems to have started 
merchants to thinking about lively col- 
ors for fall. Orders on colors are nod 
and present indications point to a fairly 
strong season on whites. Brown, black 
and blue are all coming in for a nice 
share of fall business with combina- 
tions of two or more colors especia:.y 
popular. 

Apparently, suede and patent will be 
the two strongest contenders for leader- 
ship, while a great deal of kid has been 
bought and popularity for reptile 
leathers is increasing. Some velvets 
and satins are being made up and 
there is a fairly good demand for 
crépes. 

Style is the one big feature that is 
being demanded and manufacturers of 
better grade footwear are adding all 
the grace possible to their shoes. Many 
of the most wanted combinations are 
merely piped with the second material 
but this tends to give a slender tailored 
effect. In some quarters, it is being 
prophesied that 40 per cent of the fall 
shoes will be combinations of colors or 
materials. 


Lynn Reports Large 


Increase in Volume 


LyNN, Mass.—Business in shoes is 
sailing smartly along here, with many 
factories operating at normal capacity, 
and some with “Help Wanted” signs 
on the door. It looks like the longest 
and the best summer season for many 
a year. Many orders, booked in the 
recent Boston market, are now being 
shipped. They called for immediate de- 
livery, the shoes being wanted to Aug- 
ust sales. More fall business is yet 
to be booked. If the summer sales are 
any precedent, fall openings will start 
at a new pace, with a prospect for a 
fair increase in the volume of business. 

It is noted that many of the orders 
booked this month call for styles that 
are good most any time, as for instance, 
50 per cent blacks, of patents, suedes, 
natural and reptile grains, and 30 per 
cent or more of browns. These types 
should sell at a profit. The faster 
styles for fall are yet to be picked. A 
few of them are already in the works, 
and amongst these are shoes of a new 
brown shade of suede toned with 
purple, a new neutral green, an antique 
purple, and a variety of combinations 
of fine grain kids, suede calf and rep- 
tiles. However, something new and 
fast is expected for the real volume 
business when the frost begins to tint 
the leaves. 





WHERE TO BUY 
Men’s Shoes 


[Fsreanr PROFITABLE © 
BUSINESS IS WANTED.SELL- 
ry. 2 ~~ 





WHERE TO BUY 


Men’s & Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


aS 


High Grade Turn Mules and D’Orsays 


Vans 


Men’s and 
Women’s 
“Companion- 
ate” Slippers 
Turns only— Cata- 

log on request 


Catalog 
sent on 
request 








In Stock 
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WHERE TO BUY 


Store Fixtures 


COPY OF THI 
NEW GOODWIN CATALOG 


of SHOK STORE FIXTURES } 
and SPORE INSTALLATIONS 
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WHERE TO BUY 
Ballet Slippers 


Black Kid 
BALLET SLIPPERS 
Made on Right and Left Lasts 

Wom. Miss. Childs. 

600—(Two Grade) 1.45 1.40 1.35 
609— 1.30 1.25 1.20 
Coast Prices Sligntly Higher 


BROOKS SHOE 


MFG. CO. 


Philadelphia— 
1725 No. 6th 8t. 
Los Angeles—1162 So. Hill St. 


IN 
STOCK 





ONE-STRAP TURN DANCING FLAT 
Low—5/8 Leather heel. Child’s, Miss., Wo’s, sizes 
Patent, $2.00 Black Kid, $1.90 
Soft Toe Ballets, three grades, $1.20, $1.30, $1.45 

Same with chrome soles, $1.65 
Hard Toe Ballet, $2.25. Strap Ballets, $1.50 and $1.40 
Boudoirs, $1.00, $1.10, $1.25, $1.40 
Red, Blue, Black Kid Turn D’Orsays, satin linings, 
wood heels, $2.10 


The Natalie Slipper Co., Haverhill, Mass. 








Soft Toe 
Turn 
Ballets 
Black Kid 
Expertly Designed 
Misses & 
Women’s Childrens 
In Ne. 100— $1.49 


‘Regular 
Steck Ne. 500—Buck Sole ° 
H. F. Manufacturers 
leage 


1915 Girard St., Ch 








Sumith 

eALLevts 

Rights and Lefts 
Two Grades 
Tis A he 

1.85 1.80 1.25 SUMNER 


In Steck SMITH 








328 West Monroe Chicago, Ill. 





WHERE TO BUY 


Dancing Taps 


* 
6 8 





Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. At 
once delivery. 
Send for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave., Eagle Rock 
Los Angeles, California 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














Improvement in Lasts 
Makes for Better Fittings 


Boston, Mass.—There is a lot new 
going on in the factories that ought 
to interest buyers and fitting clerks. 
For instance, a last firm is fitting up 
a new shop to make 135 lengths and 
widths for regular production, and 
other sizes on order. So more shoes 
should be fitted right. A new lathe has 
an attachment which tests the measure- 
ments of the last, so as to make sure 
they are correct. The method of co- 
ordinating lasts and patterns, to se- 
cure correct toe spring and heel height, 
as they relate one to another, is making 
a steady gain. 

“There are too many foot troubles” 
says one authority on lasts. Maintain- 
ing the years of activity of the feet is 
a bigger business proposition than sell- 
ing styles of the moment,” he adds. 

Leather heels must be gaining for 
the makers of them are advertising for 
help, as well as buying new dies for 
cutting heels. After moving down to 
12/8, and then up to 18/8, these leather 
heels appear to be settling down to 14/8 
and 16/8 for the fall run. 

More black bottoms are appearing, 
because of the increase in the pro- 
duction of black shoes. Some buyers 
now specify the colors of the bottoms 
of the soles of their shoes, as well as 
the colors of the uppers. 


Co-operative Shoe Co. 
Organized in Boston 


Boston, Mass.—A charter has been 
granted the Boston Co-Operative Shoe 
Co., which has taken space in the build- 
ing at 535 Albany Street. The com- 
pany will manufacture a line of 
women’s McKays and expects to open 
with an average daily production of 25 
to 30 cases. This new company is 
purely cooperative, every employee 
being a stockholder and no stockholder 
being the owner of sufficient stock to 
control. The company was organized 
by Louis A. Cron, who has been elected 
treasurer. Other officers are Alfred 
Simonetti, president; Israel Hite, vice- 
president; and Philip Jaffe, clerk. The 
services of Sam Goldblatt, a well-known 
salesmen, also have been secured and 
it is expected that he will dispose of 
the entire output of the factory. 


E. Bandler Returns 


New York, N. Y.—E. Bandler of E. 
Bandler & Company, 1440 Broadway, 
New York City, importers of high 
grade woven sandals, has just returned 
from Europe on the S. S. Isle de 
France, where he has been for the past 
month. Mr. Bandler while abroad 
made contact with tanners of fancy 
leather, and will soon present to the 
American trade a complete line of im- 
perted fancy leathers. 


Gerrick with Victory 


York, Pa—Bernard Gerrick, until 
recently with the Mary Jane Shoe 
Shop, at Lancaster, Pa., has been in- 
stalled as manager of the York branch 
of the Victory Shoe Corporation, of 
Baltimore. He replaces Phillip Seed- 
man in the position. 
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W. D. McKissick Dead 


BosTon, Mass.—William D. McKis. 
sick, who in recent years has been giy. 
ing his services as leather expert to the 
United States Tariff Commission jp 
Washington, D. C., died in that city re. 
cently at the age of sixty-three years. 
He was formerly connected with the 
United States Leather Company and js 
survived by his daughter, Dorothy Me. 
Kissick of Cambridge, and three sisters 
Jennie F. McKissick, Sarah D. anj 
Annie S., all of Dorchester. Funera] 
services were held July 19 at the Wa. 
terman Chapel, 495 Commonwealth 
Avenue, Boston. 


‘Langhorne Putney Dead 


RICHMOND, VA. (UTPS)—Lang. 
horne Putney, president of the Stephen 
Putney Shoe Company, Inc., shoe 
manufacturers, and prominent in the 
business and. social life of Richmond 
and Virginia, died suddenly at 5 a. m. 
Tuesday, July 16, at his country estate 
in Gloucester county, Virginia. 

Mr. Putney, who was 71 years of 
age, had been in ill health for about 
ten days with what physicians pro. 
nounced a slight touch of influenza. 
For three days he was confined to his 
bed at his apartment at Monroe Ter. 
race and returned to his Gloucester 
estate on the York river on Sunday, 
July 14. 

He is survived by his wife, who was 
formerly Miss Ruth Threadcraft, of 
Richmond, who was with him at the 
time of his death, and by a half-sister, 
Mrs. Page Dame, of Christ Church 
School, near Saluda, Va., and by a 
half brother, Major Alexander P. 
Withers, of the United States Army. 

Mr. Putney was the son of Stephen 
Putney and Julian Langhorne Putney, 
and was born in Richmond July 31 
1858. He was educated at the Rich- 
mond public schools and at the old 
Hanover Academy, going to work at 
the age of 18 at the Stephen Putney 
Shoe Company, Inc., which was estab- 
lished in 1817 in Richmond by his 
grand-uncle, Samuel Putney, and has 
been in continuous operation since that 
_ by members of the Putney fam- 
ily. 

He became president of the company 
in 1905 on the death of his father, 
Stephen Putney, and was active in the 
company until the time of his death. 

He was a member of the Country 
Club of Virginia and one of the or- 
ganizers of the Commonwealth Club. 
Until its sale several years ago, he had 
lived at “Ruthland,” his country estate 
near Dumbartoh, Va. He was related 
to a number of prominent Richmond 
people, and was widely known through- 
out the State and South. 

Funeral services were held Thurs 
day, July 18, at noon, from his apart 
ment in Monroe Terrace, and were pr'- 
vate. 


Vanbenthyson a Manager 


BIRMINGHAM, ALA. (UTPS)—Ben 
Vanbenthyson is the new manager of 
the ladies’ shoe department of the main 
store of the Guarantee Shoe Co. here. 
Mr. Vanbenthyson hails from Lo 
Angeles, Cal., where he was connected 
with Walk-Over. 
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New Economy Shop 


HUNTINGTON PARK, CAL. (UTPS)— 
The Economy Shoe Store has opened 
on Pacific Boulevard here, featuring 
the “Enna Jettick” shoes for women. 
The Huntington Park shop is the 
fourth Economy Shoe Store opened by 
Victor Eimes, president of the firm, 
the other stores being in Santa Ana, 
Fullerton and Anaheim, respectively. 


Chester S. Newhall Dead 


Boston, MASs.—With the passing of 
Chester S. Newhail, of the United Shoe 
Machinery’ Corporation, the shoe and 
allied industries have lost one of their 
best-liked members. He was employed 
by the United for the past 20 years and 
was in charge of the clicking machines 
and clicking dies at the time of his 
death. Formerly he worked for the late 
Senator Murray Crane, at the Dalton 
Shoe Company, and before that he 
manufactured shoes in Lynn under the 
name of Adamson & Newhall. 

Mr. Newhall left his office at the 
United at the usual time Monday night, 
July 15, and was stricken at his home 
later in the evening. He died without 
regaining consciousness early the fol- 
lowing morning. Mr. Newhall was the 
son of William P. and Ellen A. (Tyler) 
Newhali, of East Saugus, where he was 
born 66 years ago. He attended school 
at Saugus and Lynn and later at a 
business college. He was a Mason and 
a member of the Vesper and Nashua 
Country Clubs, and also of the Har- 
vard Church Brotherhood. He is sur- 
vived by his widow, Mabel N.(Mildram) 
Newhall; three sisters, Mrs. Nellie 
Winchester, Mrs. Albert Cook, and 
Mrs. Klate Holt, of Lynn, and three 
brothers, Walter L. Newhall of East 
Saugus, George A. Newhall of Boston, 
-_ Elmer F. Newhall of West Med- 
ford. 


Agee Buys Store 


MOUNT VERNON, WAsH. (UTPS)— 
F, W. Agee of Blaine, Wash., has pur- 
chased the store here of W. P. Lock- 
hart in the Rickett Building. He will 
continue to operate his store in Blaine 
and has appointed J. W. Hawkins as 
manager of the new store. 


Brothers Together Again 


QAKLAND, CAL. (UTPS)—Peters 
Brothers’ men’s shoe store, Oakland, is 
once more complete in its supply of 
brothers. Otto Peters, for a while 
away from the firm and manager of 
the San Francisco establishment of the 
Nunn-Bush Shoe Company, is now back 
with the Oakland firm. 


Clay Store Closing 


BIRMINGHAM, ALA. (UTPS)—The 
Henry Clay shoe store at 117 North 
Twentieth Street is closing out its 
stock, A new location will probably 
be selected in the very near future. 


New Repair Shop Opened 


Jourr, Inu.—The Service Shoe Re- 
Pair Co., Inc., with headquarters in 
dliet, have recently opened another 
unit in Elgin, Ill., under the name of 
the Rapid Shoe Repair Co. This makes 
the fourth unit in this chain, another 





lease is expected to be closed in a few 
days, according to J. Gould, secretary 
of the chain. 


New Sommer & Kaufmann 
Store to Be Ultra Modern 


Monel Metal and Color for Front of 
Building 


SAN FRANCISCO, CAL. (UTPS)—The 
new home of Sommer & Kaufmann on 
Market Street, a five-floor departmental- 
ized fireproof shoe store being built on 
the site of the building destroyed by 
the fire of April 28, is expected to be 
ready for occupancy about November 
1 of this year. The combined work of 
Albert F. Roller, San Francisco archi- 
tect, and Kem Weber, famed for his 
modernistic designing, the new struc- 
ture will embody several ultra-modern 
features in its architecture. 

The forty-foot front will show a 
strong vertical development in monel 
metal springing from a vivid color com- 
bination of marble and terra cotta. 
This will be dupiicated on the Ellis 
Street elevation of ninety feet. The 
entire building running lengthwise for 
120 feet between (Market and Ellis 
Streets will exemplify the latest in- 
teriors of modernistic design and con- 
ceded to be a forerunner of the latest 
trend in architecture. 

Segregated departments, resembling 
individual shoe shops connected by ele- 
vators, with large, comfortable lounges 
and public rest rooms, and playrooms 
for the children, is one of the innova- 
tions of this modern shoe department 
store. 

Some of the features of the store will 
be a clubby English men’s department; 
a sport footwear salon; an evening 
slipper gallery; a “We Moderns” de- 
partment; a huge modernistic ground 
floor slipper hall; a foot-health depart- 
ment; infants’, children’s, boys’ and 
“young moderns” department; and the 
largest theatrical footwear depart- 
ment on the Coast. 


Reserve Bank Reports 
St. Louis Plants Busy 


St. Louts, Mo.—The report of the 
Eighth Federal Reserve Bank on gen- 
eral business conditions in this district 
has the following to say regarding the 
shoe industry: 

“May sales of the five reporting in- 
terests were .2 per cent smaller than 
for the same month in 1928 but 13.9 
per cent larger than the April total 
this year. Stocks on June 1 were 6.3 
per cent and 18.2 per cent smaller, re- 
spectively, than thirty days, and a year 
earlier. Orders received from sales- 
men on the road since June 1 have been 
considerable in volume, despite the fact 
that there is usually a seasonal slowing 
down at this time of the year. Buyers 
did not cover their full requirements 
earlier in the year, and generally small 
retail stocks are reflected in numerous 
mail orders and purchasing of small 
lots for immediate shipment. 

“There was no change in prices of 
finished goods as contrasted with a 
month ago, but slightly stiffening in 
raw materials was noted, due chiefly to 
the firmer market for hides. Factory 
operation was at from 90 to 95 per cent 
of capacity, with most firms building 
up stocks for fall and winter.” 
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WHERE TO BUY 


Women’s Novelties 
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he 
BONDWAY 


produces footwear of remark- 
able lightness, smartness and 
flexibility 


BOND SHOE COMPANY, 132 Duane St., New York 








WHERE TO BUY 
Wooden Beach Shoes 
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Wood Sole Bathing Sandals 


Ladies’ and Men's 

sizes. White Canvas 

tops; colors if de- 
sired; durable 
fastening; profit- 
able line for 
dealers. 


A. H. RIEMER SHOE CO., 
29th & Vilet Sts., Milwaukee, Wis., 


Mfrs. 
U. S. A 
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WHERE TO BUY 
Children’s Shoes 
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A GOOD BUY AT 70c. 


Full Chrome Pat. One 

McKay, one lift heel, 

innersole. Sizes 4-8 

72 or 36 pair cases. 

Price $0.70, 5% 1 

days. 

T. F. CORCORAN 
co., INC. 

480-482 Union St.— 
Lynn, Mass. 


Strap 
cushion 








Approved by Medical Men 


1156 Ne. Main &t. § 





Breekten, Mass. 
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New Association 
In Display Field 
[CONTINUED FROM PAGE 65] 


new body, The National Display Equip- 
ment Association, was organized at a 
meeting in the Stevens Hotel June 20; 
officers were elected and the organiza- 
tion immdiately started to function. 

The work of organization is still in 
progress, however, 28 Charter Mem- 
bers have been enrolled. They are man- 
ufacturers of Decorative Flowers, 
Backgrounds, Wood and Metal Fix- 
tures, Valances and general Display 
Equipment. It is expected that the 
association when fully organized will 
have 80 to 100 members, doing a total 
business of $20,000,000 to $25,000,000 
annually. 

The functioning of the association 
will be sectionalized. To this end the 


association has elected territorial Vice 
Presidents, one in New York, one in 
Chicago, and one in Los Angeles. 

Officers elected to serve for the fol- 
lowing year are as follows: President 
Ss. S. Newell, of Hugh Lyons & Com- 
any, Lansing, Michigan; East Coast 
Jice President Ralph Behrisch, of The 
Decorative Plant Company, New York; 
Central States Vice Poclident. is J 
Burke, of Curtis Leger Fixture Com- 
pany, Chicago; West Coast Vice Presi- 
dent, Bert A. Landers, of Bert A. Lan- 
ders Inc., Log Angeles. Secretary and 
Jreasurer I. L. Bradford, 178 W. Jack- 
son Blvd., Chicago. A Board of Di- 
rectors have been appointed as fol- 
lows: Chairman, J. I. Adler, S. S. 
Newell, L. J. Burke, C. L. Hulsizer, 
R. T. Whitnah. 

The organization has a central of- 
fice in Chicago, at 178 W. Jackson 
Blvd., where all correspondence per- 
taining to its activities should be ad- 
dressed. 

One of the important activities of 
the new organization will be its edu- 
cational department. Whereas the In- 
ternational Association of Display 
Men in its educational work is pri- 
marily interested in advancing window | | 
and interior display through those in 
the profession, that is, Display Mana- 
gers and their staffs, the manufactur- 
ers association plans to extend its ed- 
ucational work to the merchant. It 
will stress the vital importance of bet- 
ter displays and try to show the re- 
tailers how money spent on their show 
windows brings increased sales and 
profits. 

A plan of research is being worked 
out with the idea of combining the fa- 
cilities of the manufacturers for such 
work with that of the research depart- 
ment of a university. Officers of the 
National Display Equipment Associa- 
tion are taking up this matter now 
with several universities, the idea be- 
ing to select one which is best fitted 
to cooperate in this type of research. 
This proposed research. will, it is 
planned. accumulate facts and figures 
on the amount of money put into win- 
dow displays as compared with that 
of advertising and other budgeted de- 
partments of retail business, as well 
as other information of value to the 
industry. 

Various committees will represent 
each branch of the Display Equipment 
industry, each committee handling 
specific problems of the various groups 





Kansas City Dealers 


ers here, while busy with midsummer 
clearance sales, are looking forward to 
fall business. 
ing fall styles the middle of August. 
With a critical eye upon both the fash- 
ion edicts and local clientéle, they con- 
sider the best numbers will be reptiles 
and suedes, with the ensemble idea re- 
ceiving more favor than ever. 


is expected, 
with browns a close second. 
have been 
with the stress on crépes and moirés. 
Colors in hosiery seem to be tending 
toward the darker shades. 


Adams Buys Muller Store 


purchased by its manager, Carl A. 
Adams, who is running the store now 
with the assistance of Mrs. 
The shop features shoes for the entire 
family, with a repair department in 
connection with the store. 


Neil Ryan, for a quarter of a century 
with the Philadelphia Shoe Company, 
has resigned his superintendent’s posi- 
tion and announces the opening of an 
élite shoe shop, carrying women’s foot- 
wear exclusively, at 251 Powell Street, 
San Francisco. 





included in the industry. The present 
committees take care of the Fixture 
Group, the Flower Group, the Valance 
and Fabric Group, the Background 
Group, and a special committee for 
contact with The International Asso- 
ciation of Display Men; this last com- 
mittee is to coordinate to a certain ex- 
tent the work of the two associations. 
The new National Association was 
proposed at the last annual meeting 
of The Chicago Display Equipment 
Manufacturers Association, and plans 
were made at that time for the meet- 
ing of June 20th, which resulted in 
the new organization. The Chicago 
Association is the only association 
which has existed prior to the new 
National Association; it has been ac- 
tive in the industry for the past 
twelve years and it is probable it will 
be dissolved in favor of the new asso- 
ciation, as practically all its members 
are charter members of the national 


body. 


Boost Reptiles and Suedes 
KANSAS City, Mo. (UTPS)—Retail- 


Several will begin show- 


In colors a repetition of a year ago 
blacks predominating, 
Fabrics 


increasing in popularity 


BAKERSFIELD, CAL. (UTPS)—Mul- 
er’s Shoe Store, Bakersfield, has been 


Adams. 


Ryan Opens Store 


SAN FRANCISCO, CAL. (UTPS)— 


Pool with Dunrite 


BERKELEY, CAL. (UTPS)—W. Pool is 
the manager of the shoe department in 
the new department store opened at the 
site formerly occupied by Donogh’s., the 
name of the new store being Dunrite’s. 
The shoe department features the Jac- 
quine shoes of the Wohl Shoe Company, 


Schunemann-Mann- 
heimer’s New 
Department Open 


St. PauL, MINN.—“The Modernette” 
is the style of the new department oc. 
cupying added space to the shoe section 
at Schunemann & Mannheimer’s De. 
partment Store in St. Paul, recently 
acquired by The Consolidated Retail 
Stores. 

The enlarged section now extends 
90 by 30 feet occupying about one-third 
more space than formerly. Entirely 
new equipment has been installed. The 
seating facilities consist of individual 
chairs, the product of The Milwaukee 
Chair Co. The pattern is of quartered 


oak, tapestried seats and cane backs 
while the stools to match are covered 
with carpet materials to match the floor 
rugs. 

The new department specializing in 
women’s shoes at $6.85 per pair is as 


modern in the decorative treatment as 
the name implies. The treatment of 
the alcoves and rear shelving results 
in a combination of display features 
and stock conservation reflecting treut- 
ment on VanDyne & Moran, the St, 
Paul designers of fine interiors. 

Schunemann & Mannheimer’s yill 
open on Aug. 5 a new basement 
department containing some forty 
chairs and specializing in women’s 
shoes to retail at $3.95 and $4.95. Man- 


ager Joe Langley, in charge of all 
Schunemann-Mannheimer sections, re- 
cently returned from a visit in the 


eastern markets. 


George L. Hale Dead 


HARTFORD, CONN.—George L. Hale, 
94, a veteran shoe salesman, died Mon- 
day, July 15, at the home of his daugh- 
ter, Mrs. W. H. Gray, of 56 Niles 
Street. Mr. Hale at the time of his 
retirement 10 years ago was one of the 
oldest shoe salesmen on the road, hay- 
ing completed 50 years in this work. 
He was born in Springfield, Mass., Oct. 
22, 1834. 

He was connected with Hunt, Hol- 
brook & Barber, Hartford, for a num- 
ber of years, and was later with Louns- 
bury & Mathewson Company: of South 
Norwalk for many years. 

Besides his daughter, he leaves one 
son, Charles W. Hale, and two grand- 
daughters, Jane H. Gray and Elizabeth 
T. Gray of Hartford, and a sister, Mrs. 
Lottie H. Clark of Brookfield. Mass. 
Mr. Hale was a member of B. H. Web) 
Council, Royal Arcanum, and the Re 
publican Club. * The funeral was held 
Wednesday at 2.30 p. m. at the home 
of his daughter. Mrs. Gray. Burial 
was in Cedar Hill Cemetery. 


Garwood Heads Assn 


BERKELEY, CAL. (UTPS)—. BR 
Garwood, proprietor of Garwood’s Boot 
Shop on Telegraph Avenue ani Gar- 
wood’s Booterie on Shattuck A venue, 
both of Berkeley. is the new president 
of the Berkeley Downtown Association, 
according to announcement by the di- 





at a price range of $4.85 to $7.85. 


rectors of that organization. 
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Necessary to Make 
Locations Profitable 


New customers won! ... more profits made!! That’s the experience 
of progressive merchants who, with a distinctive electric, impress their 
name and location upon the distant as well as the passing throngs. 


To do that most effectively and at lowest cost, they choose unusual 
electrics—designed and built by Flexlume: 


—Neon tube signs, with many ex- —Spectacular exposed lamp elec- 

clusive features of construction, trics, flashing for even greater 

roducing the most brilliant red, effectiveness. 

lue or green illumination and 

longest tube life. 

Sales and Service 

—The famous Flexlume raised glass —Striking combinations of these Offices in Chief Cities 

letters, illuminated from within different illuminations. of U. 8. and Canada 

and giving greatest day and night 


effectiveness. na 
Our specialists in electric sign design will submit a color sketch, en- 
tirely free of charge, to meet your needs and requirements. Refer to — pupae Sy“ ana 
“Flexlume” in your ’phone book, or write FLEXLUME CorPorRATION, eitiainess 


1999 Military Road, Buffalo, N. Y. 


FLEXLUME ELECTRIC DISPLAYS 








— . DoYour Displays Sell Shoes? 


Or do they make your case and window displays 
m| appear “mussy”’? 
ONLI-WA DISPLAY FIXTURES 
—modernistic and smart—put your shop in a class by it- 
. self, one that will SELL SHOES. Used by leading shoe 
stores everywhere. : 
; Write for Catalog 15 
| THE ONLI-WA FIXTURE CO. 


Dept. B. S. 
St. Paul Avenue Dayton, Ohio 











Did You Ever Think of This? 


You probably have used equipment, shop-worn equipment, out-of-date 
models or products which you do not want but which some one else would 
be glad to get hold of at a price under the market. 


Classified Advertising in the BOOT AND SHOE RECORDER will 


move them quickly and economically. See Classified Section for Advertis- 
ing rates. 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 





Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th St., New York, N. Y.. 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad. 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts, 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








WANTED—SALESMAN to sell line 
of Growing Girls’, Misses’ and Children’s 
Welts and McKays in the State of Ohio. 
Line consists both stock and make up 
shoes. Must cover state closely. Give 
full information regarding sales volume 
and experience in first letter. This is a 
real . Address B-244, care 
Boot and Shoe Recorder, 239 
West 39th Street, New York, 








SALESMEN WANTED 


for: Arkansas, Mississippi, 
Penn., Wis., Alabama, Kansas. 
Fastest line of women’s novelty shoes 
out of St. Louis—on the floor. Men with 
established trade. References with ap- 
plication. Strictly commission basis. 
Prefer man with car. Barack Shoe 
Co., St. Louis, Mo. 

















Want Live Wire Salesman for Kan- 
sas, Missouri, Kentucky, Texas, Tenn. 
and Iowa, to sell fast line in stock, 
ladies’ popular priced novelty shoes. 
Strictly commission basis. Good op- 
portunity for big earnings. Give 
references in first letter. Man-Gold 
Shoe Co., 1418 Washington Ave., 
St. Louis, Mo. 











WANT salesmen with established trade. Side 
line infants’ popular priced turns and welts. 
In Stock. Ten per cent commission. Refer- 
ences. Aeiue B-197, care Boot and ad Re- 
corder, 239 W. 39th St., New York, N. 





SALESMEN wanted for States East of Okla. 
and Texas. Stylish line Children’s and 
Misses’ Turn shoes, including covered heels. 
Sairem B-177, care Boot and Shoe 5 
239 W. 39th St., New York City, N. Y. 





WANT salesmen with established trade only 
for Virginia, West Virginia, Tennessee, 
Kentucky, Carolinas and from Denver West. 
Complete side line Children’s shoes from In- 
fants to Growing Girls. Turns, Stitchdowns 
and Prewelts in Stock. Commission only. Don’t 
apply if you can’t refer us to your main house. 
J. S. ZULICK & CO. Orwigsburg, Pa. 





S ALESMEN to carry our tray of shoe orna- 
ments as a side line. Our line is well known 
to every shoe retailer in the country. All ter- 
ritories open except the Pacific Coast. Write 
Box B-228, care Boot and ss means 239 
West 39th St., New York, 





SA LES M€EN-—A splendid opportunity is 
offered to those wishing a side line by a 
manufacturer of medium and high grade Stitch- 
down Shoes. Territory open in east, middle 
west and south. Straight commission basis. 
Give reference in first letter. Address B-238, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SAL -ESMAN wanted to carry as a side line 
a complete line of infants’, misses’ and chil- 
dren’s shoes, covering states of Maine, New 
Hampshire and Vermont. Address B-222, care 
Boot and Shoe Recorder, 239 West 39th St., 
New York, A 





W ANTED—Side line salesman on_ strictly 

commission basis to sell our popular-priced 
In Stock line of Infants’ and Children’s Shoes 
in Ohio, Illinois and Indiana. Give full par- 
ticulars and references in letter of application. 
H. H. Freeland, Inc., Rochester, N. Y. 


SALESMAN to carry four samples. Ballets 

and turn boudoirs (leather soles). Repeat 
mail orders make it exceptionally profitable 
line. Haverhill Ballet Co., Haverhill, Mass. 





SALESMEN wanted to sell high grade _mocca- 
sins on a commission basis, Chicago, Detroit, 
Toledo and other large Middle West cities open. 
Write for particulars, BOWS. MOCCASIN 
SHOE CO., Avon, Mass. 


AN wanted to carry as a side line outside 

of New York City, high grade Brooklyn 
Littleway shoes, to retail from $7.00 to $8.50. 
Address B-243, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 


SALESMEN wanted for New England, New 
York and the Middle West, to handle a well 
established line of Ballets and Boudoirs. Com- 
mission Basis. Address B-242, care Boot and 
shee Recorder, 239 West 39th St., New York, 











WANTED FOR KANSAS AND OKLA- 

HOMA. A salesman who is thoroughly 
familiar with all of the accounts in this terri- 
tory can connect himself with a nationally 
known manufacturer of popular priced women’s 
shoes. Fair size business on the territory which 
can be developed to tremendous volume. In 
reply give age, experience and references. Ad- 
dress B-241, care Boot and Shoe Recorder, 239 
West 39th St., New York, N. Y 


TRAY. ELING Shoe salesmen to carry strong 

selling line of shoe ornaments as side line, 
with large following in women’s novelty shoes. 
Liberal commission, excellent opportunity for 
right party. Territories open: New England, 
South, Middle West. Send references and 
exact ‘territory covered in first letter. Address 
B-239, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 


ALESMEN wanted to carry our line of chil- 

dren’s and women’s Welts, McKays and 
Stitchdowns. All styles in stock. Territories 
open: Maine and New Hampshire, Kentucky, 
Louisiana, Kansas, Oklahoma and Arkansas. 
Strictly commission basis. No objection to — 
men carrying line in connection with a 
conflicting line. Address HAGERSTOWN 
> a & LEGGING COMPANY, Hagerstown, 











WE have territory open for a few more up- 

to-date side line salesmen to carry our high 
grade line of Soft Soles, Turns and Stitch- 
downs. Commission 10%. J. J. MacMASTER, 
Rochester, N. Y. 


ALESMEN WANTED — Men now selling 

shoes can increase their income by adding 
the well known Rest-Rite line of comfort slip- 
pers to their samples. Write for particulars 
giving full details of territory covered. THE 
REST-RITE SLIPPER COMPANY, Wicker 
Park Station, Chicago, III. 





ALESMEN calling on large quantit 

to carry America’s greatest slipper 
our Leather Sole Patent Fabric D’o1 
tail $1.29, genuine Kid and Patent 
D’orsays retail $1.98. All our slipper 
leather soles, covered heels. Commissior 
State fully territory covered. “PRIN( 
152 W. 25th St., New York City. 


ANTED—Salesmen for strong line 
novelties retailing at popular prices 
be reliable, thoroughly experienced, wi 
be governed by our policy of dist: 
Strictly commission. No drawings. 
are ready. Address B-247, care Boot 





a Senin, 239 West 39th St., Ne York, 





LINE WANTED 


INE WANTED—Fast Pattern Novelties to 

retail $4.00 to $6.00 doing business with 
best accounts on Pacific Coast for 10 years, 
Address B-240, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 


INE WANTED — Experienced Salesman 

wants line for Western Pennsylvania. [las 
clientele in this territory. Drawing account 
against commission basis. Will consider all 
good lines. Address B-246, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, , 











FOR RENT 


FOR RENT—Shoe Department in Ladies’ 
Specialty Shop. Shoes to sell for $5.00 to 
$7.50. For information inquire av BERG, 


303 7th Ave., New York, 


SHOE DEPARTMENT — kaos Hartford 

Specialty Store, absolute 100% location, 
now in process of expansion, has apoce avail- 
able for live shoe department. Address P. 0. B. 
1062, Hartford, Conn. 











SHOE department for rent in a live- 
partment store—thirty-two years esta 

Shoe department has done as high as 

thousand dollars a year business. 

bert. s if merchandised properly. LE\IN’S 
EPT. STORE, Princeton and Penningt 
Aves., Trenton, N. J. 





SHOE DEPARTMENT: To rent 

store established 8 years, 100% 
Ladies’ or Children’s Shoes only. 
front and fixtures. For further inf 
write to E. YUDIN, 205 Market St., 
burg, Pa. 





FOR SALE 


FOR SALE—Retail Shoe store located 

of the fastest growing cities in Nort! 
Ohio. In a city of approximately 30,0( 
lation. This store has Som owned and 
for 52 years at its present location und« 
tically the same management. Gilt edge | tion 
Good lease to responsible party. seni for 
selling, other interests. Address B-2 care 
Boot and Shoe Recorder, 239 W. 39) St. 
New York, N. Y. 
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Few Wanted Styles in 
St. Louis Clearance Sales 
REAL BUSINESS OPPORTUNITY for 


Ayn experienced shoe man. One that is a (4 tie ieee is St. Louis, Mo.—The slump that 
GO-GETTER and has some capital to in- ~ usually throws the shoe business into 
vest Le b gh AM the doldroms during July is at hand 
on’ of shoes that is in Big Demand, with with the zip almost spent in the cut- 
3 auine cooperation from the factory. Address price events. Some clean-ups are still 
£206 care Boot and Shoe Recorder, 239 West being pushed with prices being cut to 
39th St., New York, N. Y. a point that will move unwanted mer- 

chandise. Some large stores report 
sales under that of a year ago. This 
may be due to the heavy demand for 
summer shoes earlier in the season 
which in other years has been delayed, 
due to cold or rainy weather. There 
is some basis for this opinion in the 
fact that in the sale of footwear there 
is a lack of good styles and sizes. 

The white season this year has been 
pronounced as one of the best in the 
past few years. Hot weather drove 
customers to the stores early, creating 
a shortage for desirable patterns and 
sizes. Colored kids enjoyed equally the 
prestige of the white demand and mer- 
chants have rid their shelves of most 
colored kid footwear. Printed novel- 
ties and some plain crepes were seen 
oftener in the sales than any other type 
of Summer footwear. 

Woven sandals were conspicuous. by 
their absence in the sales with a pair 
here and there of broken sizes. 

In the men’s end of the business there 
continues a good demand for sport 
shoes in black and white. One large 
merchant stated at least five hundred 
more pairs could have been sold in his 
store. 


BUSINESS OPPORTUNITY MERCHANTS’ NEEDS 


—_—_ 














WANTED TO PURCHASE 


—_— 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 144° 





— WINDOW 
DISPLAY FIXTURES 
Anade by 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
. SEND FOR CATALOG 


HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, ete. Short term 
leases taken over. Transactions confidential. 
Est. 1890. 


MAX GLAUBERG 
54 Lispenard St., New York City 
Canal 8014 








TO BE SURE THAT YOU RECEIVE 
THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 











Williams Takes 


Appointment 


St. Louis, Mo.—Chas. E. Williams, 
president of the C. E. Williams Shoe 
Co., has been appointed first vice-presi- 
dent of the Civic Development Bureau 
of the St. Louis Chamber of Commerce. 
The work of the bureau will be involved 
in the welfare and development of the 
City of St. Louis. 


ESTABLISHIO 1890 


LABELS 


and 
| SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 








Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. a leases taken over. 
hone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Deck 0352 


| FRANK C. MEYER Co 
a Des g aetna) 
263-271 LEXINGTON AVE , BRODKLYN.NY¥ 
AMERICA'S GREATEST 
SHOE CARTON & LABEL MFCS 











Petot, Cleveland Shop, 


Now Going Modernistic 


CLEVELAND, OHIO (UTPS).—The Pe- 
tot Shoe Co. is remodeling its Cleve- 
land store along modernistic lines, with 
new carpeting, fresh paint and a Fifth 
Avenue style entrance. The show win- 
dows will be 19 feet high and run back 
20 feet. Deep frosted glass valances 
are being installed in the front win- 
dows in a manner unknown to Cleve- 
land shoe stores. Another feature inno- 
vated here is the theatrical style of 
seating. The Petot store is located next 
door to the Hippodrome Theater, and 
consequently the interior policy will be 
an appropriate one. A natural slant- 











Ladies’ 
55.00 to 


BERG, 


MERCHANTS’ NEEDS 


MYERS Chae’ 
ORELADDERS 


MODERNIZE STORE METHOD 
To provide adequate stor- 
age facilities for shelf stock 
—to make it accessible and 
convenient for clerks and 
‘| stock men to handle with 
J absolute safety —to insure 
quick service for wholesale 
or retail trade—install 
or more MYERS NOI 
LESS CUSHION TIRE 
STORE LADDERS. 
Deep tread steps, full length 


Milbradt 
-=| Rolling Step Ladders 


~ Enable you to reach your 
-| nbighest shelves convenient- 








ly. 
They last a lifetime 
and 


Are made in any style, 
shape or size to fit any 
~_} kind of shelving. 


Write for general catalog 
and let us suggest the best 
“| ladder for your use. 
Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 


ST. LOUIS, MO. 








Ev- 








hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noiseand produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements. 
Circular on request. 





mt FE.MYVERS & BRO.coft 


ASHLAND, OHIO. 
-WATER SYSTEMS-HAY TOOLS ~ DOOR HANG 

















New Brown Store 


Des Moines, Iowa (UTPS)—Win 
Brown of Shenandoah announces a new 
store of the Brown Shoe Fit Company 
to be opened at Clarinda, Iowa, about 
Oct. 1. A new store building is being 
constructed. The company, headed by 
Mr. Brown, has five other stores in the 
State. 


ing floor likewise favors the plan. 
erett Petot announces that they will 
open about Aug. 1. 


Ray Nelson in Scandinavia 


CHIcAGo, ILL.—Ray Nelson, the Chi- 
cago shoe retailer, arrived in Gothen- 
burg, Sweden, July 13, according to 
word received here. Mr. Nelson op- 
erates Nelson’s Booterie, at 5848 West 
Chicago Avenue, Austin. 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock Record System Helps You Do Just That! 
va One hour a week 
RECORDER STOCK RECORD sysTEM mn iy it keeps your rec- 
Lf ords complete. 





Every sale and 
purchase re- 
corded. 


Visible daily 
turnover and 
sales report. 


Send for your 
copy today; it 
will prove an in- 
valuable aid in 





keeping you ac- 

curately in- 

formed from day 
Sar to day. 




















Stock Record Book, with 4 Inventory 
| (or 2 Inventory Pads, and 2 

Buying Order Pads) and 1000 Car- 
ton tickets with clips:— 


$800 


West of Denver, $8.50 
Canada and Foreign, $9.25 


100 sheets and 11%” 2 1%#%”" louse tenf binder—also Above, not including 
h 100 1 t heets and ’ 
SS) Coty even bays cote eon CARTON TICKETS, $5.50 


West of Denver, $6.00 


Shoe Carton Tickets , 
5Oc. per 100; $1.50 for 500; $2.50 for 1000. Canada and Foreign, $6.50 


Clips supplied when quantity ordered is 500 or more. 
oo prepaid—check with order please. Postage Prepaid—Check with order, please 


MERCHANTS SERVICE3DEPARTMENT 


| Boot and Shoe Recorder 
| 189 WEST MADISON STREET CHICAGO, ILLINOIS | 


————— 
































ST IEP OLE SLE 
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The BACKBONE 
of the Shoe » » 


j ian as the spinal column sustains 
and gives firmness to the human 
frame, so too the Crawford Shank 


supports and strengthens the shoe. 
This Arch Supporting Shank em- 
bodies the combination of rigidity 
and flexibility. It is a resilient steel 
brace built into the shoe. A truss, riv- 
eted to the under side of the shank, 
keeps it in its original curved shape. 


F 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


a 
y 


One end of the Crawford Shank 
is slotted and fitted around a split 
rivet so that it will slide back and 
forth as the weight of the body 
is applied and removed from the 
foot, yielding just enough, under 
pressure, to accommodate the nat- 
ural flattening of the arch. When 
the foot is raised, it springs back 
into its original position. 


UAC 














¢ 
j 
‘ 
Lj 
ld 
f 
N 
{ 
i 
; 
+ 
: 
5 


BOOT AND SHOE RECORDER July 27, 1929 


Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right” ; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anv SHoE REcoRpER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


INCREASING YOUR SALES 
By Promoting Fashion. 


Step by Step 


THE NEWEST IN ART MODERNE From Paris 


Ultra Modern Department Store. 


SOLVING THE END Size PropteM.... By Murray C. French 
By the Law of Averages. 


THE VOICE OF THE RECORDER Opinions of the Editor 


How To HANDLE THE IGNORANT Cus- 
TOMER By O. K. Johnson 


Tenth of a Series. 
New GARMENT LINES MEAN .NEW 

SHOE LINES 

Harmonizing Costumes and Shoes. 
SHOE STORE SERVICE SECTION Display, Advertising, etc 
WHo’s WHO ON THE ROAD News of the Travelers 
SHOE MERCHANT NEWS .. About Retailers ..... 
SHOE MARKET NEWS About Manufacturers ........... 7 


OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 
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A buying guide ty 


BOOTS AND SHOES 


Alden, C. H., Abington, Mass....... 
Ault Shackford Shoe Co., Auburn, Me. 


Berkshire Footwear Corp., Holliston, M 
Bleecker Shoe Co., New York City.. 

Blog Shoe Co., New York City 

Bond Shoe Co., New York City 
Boyd-We'lsh Shoe Co., St. Louis, Mo.....10-1) 
Brooks Shoe Mfg. Co., Philadelphia, P 
"Burkley Shoe Co., Brockton, Mass.... 


Capezio, New York City 
Clapp, Edwin, & Son, Inc., E. Weym» 
M 


Colt Cromwell Co., New York City... 


Commonwealth Shoe & Leather Co., W) it- 
man, Mass. 


Concord Shoe Co., New York City... 
Corcoran, T. F., Co., Lynn, Mass... 
Craddock-Terry Co., Lynchburg, Va.. 
Crafts, G. P., Co., Manchester, N. H. 
Crescent Shoe Co., New York City. 
Crossett Shoe Co., Boston, Mass..... 


Curtis, Stephens, Embry Co., Reading 


Daniels & Taylor, Perry, N. H 
Davies Shoe Mfg. Co., Racine, Wis. 


Devine & Yungel Shoe Mfg. Co., 
burg, Pa. 


Dryzer & Rosenberg, Inc., New York C' 

Duane Shoe Co., New York City... 

Duttenhofer, Stanley, Shoe Co., Cinci: 
Ohi 


Educator Shoe Corp., New York City 
Edwards, J., & Co., Philadelphia, Pa.. 4th Co 
Emerson Shoe Mfg. Co., Rockland, M 
Evans, L. B., Sons Co., Wakefield, M 


Friedman, B., Shoe Co., New York Cit 


Golo Slipper Co., New York City.. 
Goodrich, B. F., Rubber Co., Akron, O 
Greeley, A. W., Co., Haverhill, Mass 


Hood Rubber Co., Watertown, Mas 


Juvenile Shoe Corp. of America, Au 


Keith, Geo. E., Co., Brockton, Mas 


Lampe, W. H., Shoe Co., St. Louis, M 
Levey Bros. Shoe Co., New York Cit 


Maid-Rite Slipper Co., Brooklyn, N. \ 
Malott Shoe Co., Chicago, Ill 


Marathon Shoe Co., Wausau, Wis.... 
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Natalie Slipper Co., Haverhill, Mass...... 








Nettleton, A. E., Syracuse, N. Y......... 




































Packard, M. A., Co., Brockton, Mass...76, 78 
paristyle Footwear Mfg. Co., Inc., Brook 








lyn, . e Reem emer eeeeeeeraseeee . 
Powell & Campbell, New York City...... 46 
Reynolds, Bion F., Brockton, Mass....... 79 


Richards & Brennan Co., Randolph, Mass.. 78 
Reimer, A. H., Shoe Co., Milwaukee, Wis.. 81 
Riley Shoe Co., Gobemiins, Gis. vccccscecs 9 









Saks, M. J., Shoe Corp., New York City... 47 
smith, Wm. Sumner, Chicago, Ill........ 80 
Stacy-Adams Co., Brockton, Mass......... 78 
Swan Shoe Co., Baltimore, Md........... 79 
Sweet, A. J., Co., Cincinnati, Ohio....... 21 


Tweedie Footwear Corp., Jefferson City, Mo. 24 


United States Shoe Co., Cincinnati, Ohio.. 






Weimbrenner, Al. H., Co., Milwaukee, Wis. 19 






Weiss, J.. Shoe Co., New York City....... 
Wright, E. T., & Co., Rockland, Mass... 





LEATHER AND OTHER MATERIALS 






Allied Kid Company, Boston, Mass........ 






Amalgamated Leather Co., Phila., Pa...14-15 





Armstrong Cork Ce., Lancaster, 







Barnet Leather Co., 
Beebe, Lucius, 


Boston, Mass........ 56 


& Sons, 





Mass. 
2nd Cover 


Bristol Patent Leather Co., Boston, Mass. 
3rd Cover 


Boston, 









Essex Tanning Co., Peabody, Mass 






Evans, John R., & Co., Camden, N. J...22-23 






Hale, Alfred, Rubber Co., Atlantic, Mass... 77 
Hubschman, E., & Sons, Phila., Pa....... 18 






A. C., 


Leather Co., . Boston, 
Front Cover 





levor, G., & Co., New York City........ 3 






New Castie Leather Co., New York City... 53 







Edsccoses Cecccccccccccccccccccccce 29 






Seton Leather Co., Newark, N. J......... 20 
Standard Kid Co., Boston, Mass..... iscee OS 
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Miller, O. A., Treeing Mach. Co., Brock- 
ton, Mass. 63 





Myers, F. E., & Bro. Co., Ashland, Ohio.. 85 
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Pollinger, M. D., Co., St. Louis, Mo 


Scholl Mfg. Co., Chicago, Ill 
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HE 


first issue of August will illus- 

trate the most modern advance in all 
business paper publishing. We begin the 
experiment of humanizing trade knowl- 
edge. We realize that the busy merchant 
must make his mental contacts with trade 
and trade practices through the printed 
page, so we, therefore, accelerate the read- 
ability of these pages with illustration and 
color. 

It is our belief that just as the seller’s 
market, as such, came to an end in 1920, 
when the speed of the machine was greater 
than the consumption of the public, there 
followed a buyer’s market period, when he 
who interpreted the use of the goods by 
the public best profited. So that in this 
second phase we now step into the fall 
of 1929 into a new pioneering period, 
where only the right goods, at the right 
price, at the right time, makes a profit 
for both maker and distributor through in- 
creased appreciation and acceptance by the 
public. 

This issue, therefore, illustrates the be- 
ginning of a new period, wherein the mer- 
chant is more tolerant of the problems of 
the manufacturer, and through mutual 
knowledge each achieves greater service- 
ability and a fair profit for the exchange 
of wanted goods. 

With this issue we hope to unfold the 
major resources of an alert and active 
leather and shoe business to increase the 
speed and certainty of their distribution 
at retail. 
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INVISIBLE MIDDLESOLE = 


. .. solves perfectly the cavity filler problem in rub-« =a > 
ber soled sports shoes | ; 
port Shoes by 


W. L. Douglas Shoe Co. 


These outstanding advantages ei proved facts — must cated wt 
INVISIBLE 


convince. MIDDLESOLE 
INVISIBLE MIDDLESOLE vulcanizes the sities, 


shoe bottom firmly into one unit, eliminating curled = 
edges, crawling, bunching up, air pockets and _ 
squeaks . . . Provides a firm even tread .. . Insulates against cold or heat 
... Adds flexibility and resiliency . . . Is damp-proof. . . Strengthens 
and holds the shape and style of the entire shoe. 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
STATLER BUILDING 2! et BOSTON, MASSACHUSETTS « 





